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Dutselling All “Nixes” 


A Public acknowledgement 
of the Worlds Greatest Value 


A buying preference of enormous proportions lifts 

the Essex Super-Six far above the crossfire of com- 
tke wrent reception elven Maileu petitive claims. It is the public itself which says the 
Essex cars by women everywhere finest things for Essex. 


is direct recognition of the refine- 
ments, beauty and conveniences It is outselling all other ‘‘Sixes’’— by a margin of 
that have been built into these cars, 


and adapted to the ever-growing preierence never accorded any other ‘Six’ in 
motoring needs of women. automobile history. 


Coach, $735 Sedan (4-door), *795 Coupe, $745 (Rumble seat $30 extra) Roadster ’ $850 
All prices f. o. b. Detroit 


UDSON MOTOR CAR COMPANY, Detroit, Michigan 











or the Seventh Consecutive Year a | 


ERFECT Circle Equipped Car Has 
on the Indianapolis 500 Mile 


Year after year, America’s leading race drivers rely on PerFect Circe Oc/-Regulating 
ace and Compression rings to give them the oil economy, cylinder lubrication and compres- 


sion so vital to sustained high speeds. 





...@ PERFECT CIRCLE znstallation 


on a piston from the Miller 
Special in which Louis Meyer 
won the 500 mile race. 


PERFECT CIRCLE Piston Rings used 
in racing engines differ only in size 
from those used in other motors. In 
principle, design and workmanship, 
they are exactly like the PERFECT CIR- 
CLE rings used for standard equip- 
mentand replacement throughout the 
world. And it has been standard PER- 
FECT CIRCLE installations that have 
helped bring victory to the winning 
car in every A. A.A. race since 1922. 


PIE. 



































THE PERFECT CIRCLE COMPANY 
Hagerstown, Indiana 


Export Sales Department 
549 West Washington Street, Chicago, Illinois 
Cable Address,“Will Platka”’ 


FECT CURCILIE 


PISTON RINGS 
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One has only to 
study the other tri- 
umphs of steel over 
wood to realize that 
the present trend 
towards the All-Steel 
Body was inevitable. 


























EDWARD om ; 1) I) MFG. CO. 


Philadelphia and Detroit 
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Approximately 14% Times Actual Size 


Eclipse Machine Co., East Orange, N. J. 
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DRIVE 






Dependable 


HE Eclipse Bendix Drive 

Spring has a big job to do. 
Each time when cranking the 
engine it carries all of the driv- 
ing load of a powerful electric 
starting motor. | 





Such a spring therefore must be 
of the finest material for the pur- 
pose and carefully made to insure 
long and dependable service. 


You can always identify genuine 
springs for the Eclipse Bendix Drive 
by the red and yellow label, with the 
trademark ‘“‘Bendix’’. Every one bears 
this label. You can assure your cus- 
tomers of the kind of service which 
they deserve, by using only these 


. springs. Packed in convenient assort- 


ments, and distributed by good jobbers 
everywhere. Insist on the genuine. 


ECLIPSE MACHINE COMPANY, ELMIRA, N. Y. 
Eclipse Machine Co., Ltd., Walkerville, Ont 
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Ghe COMPLETE LINE 





SOLID HAND 





ADJUSTABLE REAMER 


MAIN BEARING ALIGNING REAMER 





BIT STOCK TAPER REAMER 





BATTERY DRILL 








ADJUSTABLE PISTON PIN REAMER 





VALVE RESEATER 


ADJUSTABLE ROUND SPLIT DIE 
There is an Alvord-Polk Jobber Near You 


ALVORD-POLK TOOL COMPANY 
Millersburg, Pa. 


ALVORD - POLK 
cU- ‘Tools for Repair Shops ee 
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Special Service 


The coupon below is for the convenience of Motor Age 
subscribers who want catalogs, prices, etc., covering shop 
equipment and tools. 


Just check in the squares in front of the items in which 
you are interested and Motor Age will cooperate in supply- 
ing the required data. 


Please do not check more than ten items. Sign and mail 








to Motor Age, Chestnut and 56th Sts., Philadelphia, Pa. 
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(| Air compressors 


Equipment and Tools 


[] Cutters, bolt [| Grinders, flexible shaft [] Reamers, all kinds 
(| Aligners, piston and rod _| Cylinder reconditioning |_| Grinders, valve | | Refacers, valve 
[| Aligners, wheel equipment | | Hoists, shop _| Soaps, car washing 
'| Bearing babbitting |] Dies and screw plates | | Hoists, wrecking [] Steam cleaning equip- 
equipment | | Drain pans, oil | | Horses, shop ment 
‘] Benches, work | | Drill press || Hydrometers || Tanks, parts cleaning 
_|.Benches, Electric test [1] Drills, electric [] Jacks, dolly [1 Tire tools 
_}| Bins, parts, steel [1 Drills, twist (| Lathes | | Torches, blow 
“) Brake reliner | Engine stands [| Lubricators, pressure [| Valve lifters 
_] Brake tester _| Fenders [] Micrometers _| Vulcanizers 
_| Brushes, wire _] Fender tools [| Paint spray equipment || Washers, car 
[| Carbon burning equip- _]| Files [] Pliers |_| Washers, lock 
ment | "] Gages, compression | | Presses, arbor _| Welding equip. & sup- 
Ben ctiggimnnrnitie = Games a 1 Pullers, bushing i< ° 
|_| Cleaners, engine | aoe ° J Pull ail aaa ] Wrench 
a Compound, grinding | | Gages, feeler ullers, wheel and gear = renches 
| | Crankshaft returning | | Gasoline pumps os ile aided Ale ol Ge a oe eek eee ee ee 
tool | | Grinders, bench i Peper ek eng? nee la th ee nace hiieaestenels 
ER re oe A Ey Te OMA EE re ee NS riieirks oe Ke dup buns cu cakuaewe ced 
6-28-28 
SE oo ee ee ener cee State 


Note: When convenient please enclose business card or letterhead. 


If from an individual state nature of employment and by whom employed 
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Studebaker offers 
every sales-advantage, 


. oe 








‘New Contract for Towns 
and Villages 


For small communities Studebaker offers an unusally pro- 
fitable contract. Hardly any capital is necessary. No shop 
need be operated. No used cars need be handled. No com- 
mitments need be made to purchase any particular num- 
ber of cars. You may confine your selling effort to the 
opening wedge of the line — The Erskine Six at $795 f. o. b. 
factory. Maintaining an Erskine demonstrator entitles you 
to sellall other Studebaker models— not only Commander, 
Dictator and President Straight Eight, but a profitable 
and popular line of commercial cars as well. Mail the cou- 
pon TODAY, or write direct to Dept. 51 for information. 
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Is it performance? Studebaker 
today holds every official speed 
and endurance record, regard- 
less of power, price, ortype of car. 


Is it price? Studebaker’s sensa- 
tionally low One-Profit prices 
challenge comparison. 


Is it good looks? Studebaker’s 
four great world-champion 
lines of cars are the mode of the 
moment—in style and beauty. 


Is it the factory behind the car? 
There are 76 years of building 
quality transportation behind 


y 


My present business (if selling cars now, state make) 


POSSESSES EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE ROMO EEE HEHEHE DESEO EES 





y? 


the Studebakers and Erskines 
which are breaking performance 
and sales records today! 


In the answers to these impor- 
tant questions you will find the 
reasons why 4,000 dealers have 
signed the Studebaker franchise 
up to the present time more 
than ever before in Studebaker 
history. 

You will also see many reasons. 
why it will pay you to discuss. 
the profitable Studebaker fran- 


chise now. The coupon below 
will bring full particulars. 


TCHS ESSE SESS HEE RHEE HEHE HERE ee 





mc ce cr crc cm cer cee cm cr ce ce cm ce ce ce ee ee eee 
| THE STUDEBAKER CORPORATION OF AMERICA | 
| Dept.51, SOUTH BEND, INDIANA 
| Please send me full information on the Studebaker-Erskine franchise. | 
7 TE RO ee aR eee Oe, ONS, PRN Smee NT ENT IN ee 7 
| OS lier cecrevesnescceseiniintieneharinenigheninihenineineeneipnnneneimmmanenNNinNit | 
RT LE IC eRe ENON OTE ROE TOM, SE LE we eT aT One MEE Tm em 7 
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Important 


Features.. 


Three series 


16 enclosed models 








4 wheelbase lengths 

Salon Bodies 

Twin Ignition motor 

Air Craft ne spark plugs 
High compression 


Bohnalite aluminum pis- 
tons (Inver Struts) 


7-bearing crankshaft 
(hollow crankpins) 


Houdailleand Lovejoy shock 


absorbers 
(exclusive Nash mounting) 


Torsional vibrationdamper 
New double drop frame 


Bijur centralized chassis 
lubrication 


One-piece Salon fenders 


‘Clear vision front pillar 
posts 


All exterior metalware 
chrome plated over nickel 


Shorter turning radius 
Longer wheelbase 


Easier steering 


Body rubber insulated from 


frame 





Biflex-Nash bumpers and 
bumperettes 





watitted 
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Sill Another World's Record Smashed 












LION IDUIRAY 
148.1 Miles P.H. 


on circular track 


on 


Manes 


_— 


RACING over a Detroit proving ground 
track, Leon Duray drove his Miller Special 
equipped with 62 New Departure Ball Bearings the fastest 
ever clocked on a circular track—at 148.1 miles per hour. 


Wherever the job calls for extra-reliability, freedom from fric- 
tion and long life under extreme conditions, New Departures 
have the call. 


You will find them in a large proportion of modern industrial 
machinery, automobiles, airplanes, motorboats and agricultural 
tractors. ors a gs Se 


THE NEW DEPARTURE MANUFACTURING COMPANY 
BRISTOL, CONNECTICUT 
Detroit San Francisco Chicago 


NEW DEPARTURE 
QUALITY 


BALL BEARINGS 


1024 , 
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The COACH 


"585 


The Touring 


or Roadster ..... °495 
Coupe ...2+-+22 995 


The 4-Door 


+ pene °675 
SranCabricin.°695 
a fee 
(Chassis Only). ...2495 


Light Delivery 
(Chassis Only)... $375 


All prices f. 0. b. 
Flint, Michigan 
Check Chevrolet 
Delivered Prices 
They include the lowest 


handling and financing 
charges available. 
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Since its announcement on 
January Ist, the Bigger and 
Better Chevrolet has been 
awarded a public endorse- 
ment of spectacular pro- 
portions. Every day 
thousands of people pur- 
chase new Chevrolets. 


There are now over a half- 
million of these new cars 
on the road! 





Never in history has any 
new Chevrolet model been 
so enthusiastically received 
—for never before has a 
new model represented 
such an amazing revelation 
in beauty, performanceand 
low price. 


Naturally, Chevrolet deal- 
ers everywhere are sharing 
increased profits from this 
great volume of business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 
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A.E.A. Will Have 


No Commissioner 


President to Head Activities; 
Budget is Cut; Moock 
Resigns 


MERGER ACTION 

MACKINAC ISLAND, MICH., June 
25—Under the new set of by-laws 
adopted by the Automotive Equipment 
Association at its annual summer. meet- 
ing last week, the president of the as- 
sociation is to be the executive head, 
and will preside at all meetings. This 
does away with the office of commis- 
sioner, under whose executive direction 
the association has been run from its 
inception 13 years ago. The active 
management of the association will be 
vested in an executive committee of 
three, of which the president is one, and 
an executive secretary or manager will 
be the acting manager of the organi- 
zation under this committee. 

Action was taken by the association 
to effect a consolidation with the Motor 
& Accessory Manufacturers Associa- 
tion, and full plenary power was given 
the board of directors to put through 
the consolidation at as early a date as 
plans may be worked out. 

In the merged associations it is plan- 
ned to have three membership sections, 
one composed of manufacturers of orig- 
inal equipment and units sold to the 
car manufacturer, and of raw material 
sources; a second section made up of 
manufacturers of merchandise _ so!d 
principally to the consumer through 
wholesale channels, and a third made 
up of automotive wholesalers. Each 
of these three sections will have its own 
sub-executives, and will work indepen- 
dently of the others save in questions 
of interest to the whole membership. 

A new schedule of dues was adopted, 


(Continued on page 17) 





Thorpe With Auburn 


ST. LOUIS, June 25—J. C. Thorpe, 
former college professor, auto dealer 
and industrial engineer, has returned to 
the industry as general manager of the 
Auburn St. Louis Co., the local factory 
branch of the Auburn Automobile Co. 


Auto-Lite Employs 6000 
TOLEDO, June 26—The Electric 
Auto-Lite Co., now has nearly 6000 on 
its payroll, the largest number in the 
history of the business. 








Automobile Totals 
for May Slightly 
Ahead of Last Year 


WASHINGTON, June 27— 
Based on reports of factory 
sales, the Department of Com- 
merce announces 375,798 pas- 
senger cars produced during 
May, 1928, as against 257,798 
in May, 1927, and 50,192 trucks 
produced in May, 1928, as 
against 46,965 in May, 1927. 











Bowman Quits Packard Line 


NEW YORK, June 24—Sidney Bow- 
man, uptown Packard dealer, will dis- 
continue handling the Packard line on 
July 1. S. A. Marks, for 24 years vice- 
president and general manager of Cut- 
ting-Larson Co., will open a new Pack- 
ard agency for the uptown territory on 
the corner of Broadway and 110th St. 





Chrysler Sales Increase 


NEW YORK, June 26—The Chrysler 
Corp. estimates that sales of cars in 
1928 will total 250,000 as against 
192,083 in 1927. Sales for the first half 
of this year will exceed the total output 
for 1925, according to a review which 
has just been compiled. 


N.A.C.C. Ad Men to Meet 


NEW YORK, June 22—Advertising 
managers of members of National Au- 
tomobile Chamber of Commerce are to 
have a meeting some time around the 
middle of the summer, it was decided at 
a recent meeting of the advertising 
committee held at Detroit. 


Ford Wheel Patent Suit 


MILWAUKEE, June 22—A suit 
against the Ford Motor Co. charging 
infringement of the Cowles patent was 
filed in the federal court here yesterday 
by the Packard Motor Co. and the Wire 
Wheel Corp. of America, joint holders 
of the patent rights. The suit seeks an 
injunction preventing further use of 
the wheel used on the Ford and an ac- 
counting of all profits made on its man- 
ufacture. 











Bartsch on U. S. Visit 


NEW YORK, June 25—A. UH. 
Bartsch, sales manager for General 
Motors, Australia, R. R. Schrenkeisen, 
dealer development manager, and H. B. 
Houston, Cadillac specialist for Aus- 
tralia, will sail Wednesday from Van- 
couver for New York. 


Insurance Law 


Trouble Maker 


Bay State Experiment Caused 
Accident Gain; Much 
Chicancery 


AGENTS CONVENE 

POLAND SPRINGS, ME., June 25— 
“Automobile accidents have increased 
at an alarming rate under the Compul- 
sory Insurance Law of Massachusetts,” 
John W. Downs, of Boston, counsel for 
the Massachusetts Association of In- 
surance Agents, told the delegates to 
the seventh annual convention of the 
new England Association Agents here 
today. “For the first five months of 
1928 as compared with a similar period 
in 1927 there was an increase of 20 
per cent killed and 23 per cent injured 
in metropolitan Boston alone.” 

As regards the insurance interests, 
Mr. Downs said they are having much 
trouble with the act. A new element 
has just been brought to light in the 
matter of claims, and that is collusion 
on the part of the insured with the 
guest riding in his car. Case after case 
comes up, Mr. Downs said, where the 
guest in the car is severely injured, 
and the owner admits liability so his 
friend may recover damages. 

Another element that is bothering the 
insurance companies, but was not taken 
up at the meeting, is the way people 
are using the insurance law to recover 
property damages. An insurance at- 
torney states that when two cars bump, 
and one of them has no property dam- 
age policy, but finds his car will need 
an expenditure of $50, more or less, to 
repair it he goes home, goes to bed for 
a day or so, calls in his doctor and sup- 
posedly is seriously hurt. The insur- 
ance company handling the other man’s 
car is notified, and sends out its ad- 
juster. If the claim is not too large, 
it is paid. 


Willys-Overland Dividend 

Directors of Willys-Overland Co., at 
an adjourned session late Thursday, de- 
clared an initial quarterly dividend of 
30 cents a share on the common, re- 
suming the regular dividends, inter- 
rupted Nov., 1920, on the basis of $1.20 
annually. 








Logangear Adds Parts 
TOLEDO, June 23—Logangear Co. 
has announced that it will start the 
manufacture of auto pumps and parts. 
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Women Pilots 
In Unique Test 


Four Drive Studebakers 500 
Miles at Exceptional 
S peed 


ATLANTIC CITY, N. J., June 22— 
Four women, described as possessing 
only average driving experience, have 
piloted the Studebaker Commander and 
the Studebaker Dictator in two unique 
500-mile tests. The women who drove 
the cars were Bertha and Caroline 
Winnai, Marie Morton and Mary Job- 
ling, an English film star. 

One of the cars, a fully equipped 
stock Commander roadster, traveled 
500 miles on the Atlantic City Speed- 
way, on June 13, in 388 consecutive 
minutes, maintaining an average speed 
of 77.21 miles per hour for the entire 
distance. This record is only 2.4 miles 
per hour lower than the world’s record 
for fully equipped stock cars for the 
same distance also held by the Com- 
mander. 

Immediately following the Command- 
er’s run, the women took charge of a 
stock model Studebaker Dictator. Re- 
lieving each other in two-hour shifts, 
the four women completed the 500 miles 
with an average speed of 60.37 miles 
per hour. 

The two performances were checked 
and certified by the Contest Board of 
the A. A. A. Each of the Studebaker 
cars was certified by this same body to 
be strictly stock and fully equipped. 





Biggers Heads New Firm 

DETROIT, June 26—W. Ed. Biggers, 
for six years assistant general mana- 
ger of the Continental Screen Co., has 
resigned to become president of W. E. 
Biggers, Inc., Buffalo, N. Y., a newly 
organized firm to distribute Graham- 
Paige cars in western New York and 
northwestern Pennsylvania. Associat- 
ed with Mr. Biggers in the new firm 
are George C. Brown of Buffalo, man- 
ager, and L. R. Lasher, sales manager. 





Cunningham Prices Up 

ROCHESTER, N. Y., June 23— 
Prices on Cunningham cars have been 
increased as follows: Seven-passenger 
touring $7,000 from $6,650; four-pas- 
senger sport $6,500 from $6,150; four- 
passenger coupe $8,000 from $7,600, and 
six-passenger limousine $8,500 from 
$8,100. 





Fay Takes Used Car Space 

BOSTON, June 22—C. E. Fay Co., 
Chrysler distributor for eastern Mas- 
sachusetts, has leased the salesrooms 
1031-1033 Commonwealth Ave., for his 
used car department. 





Noyes-Buick Agencies 
BOSTON, June 22—Noyes-Buick Co., 
since the Boston Buick Co. gave up the 
line, has started creating new agencies. 
Cambridge Buick Co. has been formed, 








Sales Manager 








HIS 23-year veteran of the 

automobile industry has 
been named general sales man- 
ager of the Peerless Motor Car 
Corp., Leon R. German, presi- 
dent, recently announced. Mr. 
Mosher succeeds Charles A. 
Tucker, resigned. Prior to his 
new appointment, Mr. Mosher 
was general manager of the 
Peerless Motor Co., a Peerless 
subsidiary operating the com- 
pany factory branches. Mosh- 
er began his automotive ex- 
perience as a bookkeeper for 
the Olds Motor Works in 1905. 











with L. C. Hale as manager, and R. T. 
Tobey, G. E. Brendley and William V. 
Pfau associated with him. Arlington 
Buick Co., also recently organized, is 
headed by Clifford G. Miller, and Ray- 
mond Horan, William Owen and Charles 
E. Kendall are associated with him in it. 





Air Line Changes Name 
NEW YORK, June 22—National Air 
Terminals, Inc., has changed its name 
to Continental Air Terminals, Inc. 





General Motors Men 
Phone Over Distance 
Exceeding 8000 Miles 


NEW YORK, June 25-—-In 
pursuance of the recent an- 
nouncement by J. D. Mooney, 
president General Motors Ex- | 
port Co., that as quickly as 
possible all General Motors 
overseas operations would be 
linked by telephone, a conver- 
sation was recently reported 
to have been carried on _ be- 
tween B. A. Davison, of N. V. 
General Motors Java, Batavia, 
and Ivan Dresser, who was in 
the Hague, Holland. 

This conversation, accom- 
plished by means of telephone 
and radio hook-up, is believed 
to have covered the longest 
distance ever spanned by oral 
communication, the distance 
being 8449 miles. 











Motor Age 


“Eye Appeal”’ Is 
Biggest Sales Aid 
So Says Leon German and He 


Certainly Ought to 
Know 





The “eye appeal” of a motor ear is 
the biggest selling factor the dealer has 
today, according to Leon R. German, 
president of the Peerless Motor Car 
Corp. “At the same time,” continues 
Mr. German, “we automobile manufac- 
turers are confronted with the fact that 
the bodies of the cars we build must be 
something more than beautiful. 

“Higher speeds, larger engines, 
quicker acceleration and four-wheel 
brakes, subject the body of the present- 
day car to strains and wracking much 
more destructive than was the case a 
few years ago. 

“Durability, structural strength and 
rigidity must be provided to an unusual 
degree if the body is to stand up under 
the strenuous use it gets today. It is 
the ‘under the skin’ work that tells 
the story.” 





Roller-Smith Names Two 


NEW YORK, June 25—The Roller- 
Smith Co. has appointed John A. Cole- 
man sales representative in Texas with 
headquarters in Houston, and H. T. 
Weeks representative in Colorado, Utah, 
Wyoming and northern New Mexico 
with headquarters in Denver. 


De Soto Offices Moved 

DETROIT, June 26—Headquarters 
offices of the De Soto Motor Corp., a 
division of the Chrysler Corp., which 
will produce the De Soto Six, have been 
moved from the Eaton Tower to the 
Highland Park plant of the Chrysler 
Corp. For four months the Eaton 
Tower offices have been the headquar- 
ters for C. W. Matheson, vice-president 
in charge of sales, the advertising, sales 
promotion and _ service departments 
and a clerical force. C. B. Gaunt, dis- 
trict manager for the Detroit territory, 
will also move his offices to the Chrys- 
ler plant. 








Harry Wilson Advanced 


BOSTON, June 22—At a dinner of 
the Studebaker Sales Co. of Boston 
here this evening President George W. 
Sweet announced the appointment of 
Harry F. Wilson as sales manager. He 
has been on the sales force for 10 years. 


Dodge Bros. Dividend 


Dodge Brothers, Inc., has declared a 
quarterly dividend on preferred stock 
of $1.75 payable June 27 to stockhold- 
ers of record June 15. 








Hayes Body Dividend 
Hayes Body Corp. has declared a divi- 
dend of 3% per cent on the “B” pre- 
ferred stock payable July 2 to stock of 
record June 25. 
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manager, AC Spark Plug Co. 
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General Motors Export Officials Tour G. M. 


Top row, left to right: Mr. Bassett, managing director, Brazil; Mr. Osborn, general service manager; Mr. 
Evans, regional staff, London offices; Mr. Broom, director Hyatt-Remy, Ltd., Vauxhall Motors, London; Mr. 
Hale, ass’t to the president of General Motors Export; Mr. Connelle, ass’t manufacturing manager, General 
Motors Export; Mr. Audet, color division, General Motors Export; Dan Ryan, sales dep’t, Buick Motor Co.; 
Mr. Wild, ass’t general service manager, General Motors Export. 
manager, AC Spark Plug Co.; Mr. Cooper, color artist, General Motors Export; Mr. Sullivan, managing 
director, General Motors Export; Mr. Brun, ass’t general supply manager; Mr. Thein, advertising manager, 
General Motors Export; Mr. Foreman, Vauxhall Motors, Ltd., London; Mr. Smith, ass’t to the president, 
General Motors Export; Mr. Tipper, general sales manager, General Motors Export; S. S. Howard, service 
Bottom row: W. S. Isherwood, sales manager, AC Spark Plug Co.; Mr. Adgate, 
manager Detroit office, General Motors Export; Mr. Staudinger, treasurer, General Motors Export; B. W. 
de Guichard, president and general manager, AC Spark Plug Co.; J. D. Mooney, president, General Motors 
Export; H. H. Curtice, vice-president and ass’t general manager, AC Spark Plug Co.; Mr. Whalen, general 


manager, General Motors Export 


Middle row: E. McGinnis, advertising 
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Dial-Walsh Takes on Dodge 


KANSAS CITY, June 23—A new firm 
known as the Dial-Walsh Motor Co. has 
been appointed as Dodge Brothers dis- 
tributor for this territory. The ap- 
pointment was announced today by W. 
S. Williams, district representative here 
for Dodge Brothers. The new company 
is headed by Glen Dial and Edward F. 
Walsh, Jr., formerly with Norval and 
a Dodge Brothers dealer in Tulsa, 

kla. 





Ask Credit Tightening 


DETROIT, June 23—Truck manufac- 
turers were asked to tighten credit 
terms as a means of discouraging irre- 
sponsible operators in the contract 
hauling field, this request being made 
at a meeting of truck manufacturers in 
the Book-Cadillac by the Associated 
General Contractors of America, Inc. 





Electric Auto-Lite Dividend 

Electric Auto-Lite Co. has declared 
an initial quarterly dividend of $1.00 a 
Share on the new common stock, plac- 
ing it on a $4.00 annual basis. 





Olds Dealers Incorporated 
SPARTANBURG, S. C., June 22— 
George W. Lee & Sons, Inc., local deal- 


er for Oldsmobile cars, has been incor- 
porated with a capital stock of $20,000. 
Officers of the concern are George W. 
Lee, president; D. P. Lee, vice-president, 
and Clifton Lee, secretary and treas- 
urer. 





Lane Sees Good Trade 


BUFFALO, June 23—Business con- 
ditions and prospects, particularly in 
the automotive field, seem unusually 
good at this time, according to Ralph 
S. Lane, of Detroit, president of United 
Motors Service, Inc., who was here this 
week inspecting the local United Mo- 
tors branch at 1127 Main St. 





Col. Charles Clifton 


HE automotive industry 

lost one of its outstanding 
pioneers in the death, June 21, 
in Buffalo, of Col. Charles Clif- 
ton, chairman of the board of 
Pierce-Arrow Motor Car Co., 
and honorary president and 
director of the National Auto- 
mobile Chamber of Commerce. 
He was 78. 


Col. Clifton was active pres- 
ident of N.A.C.C. from its in- 
ception in 1913 to 1927. 











Hennecke Founds Firm 


NEW YORK, June 25—Automotive 
Alliance, Inc., has been organized by 
Earle V. Hennecke, former vice-presi- 
dent and general manager of the Mo- 
to Meter Co. and past president of the 
Automotive Equipment Association. 
This alliance is a group-buying organi- 
zation for wholesalers, being a step on 
the part of jobbers to meet the grow- 
ing tendency on the part of retailers 
to combine for group buying. 





Bodine With Raybestos 


BRIDGEPORT, June 22—Alfred V. 
Bodine, for the last five years vice- 
president of the Dictaphone Corp., has 
left this company to become assistant 
to Sumner Simpson, president of the 
Raybestos Co. Mr. Bodine has a valu- 
able background of manufacturing ex- 
perience with such companies as Win- 
chester Repeating Arms Co. and the 
Hunter Arms Co. 





Waters Opens Greenville Store 


COLUMBIA, S. C., June 26—T. W. 
Waters, president of the T. W. Waters 
Co., state distributor of Whippet and 
Willys-Knight automobiles, announces 
the opening of a branch store in Green- 
ville. 
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Hupp Field Men 
Meet in Detroit 


District Heads Report Record 
Business and Many 
Prospects 





DETROIT, June 25—Bearing en- 
thusiastic reports of record-breaking 
business in all parts of the country, 
Hupmobile’s full force of district sales 
managers assembled in Detroit last 
week. 

This was the first occasion in nearly 
two years when all the company’s field 
chiefs have met, and the opportunity 
was seized by Hupmobile executives to 
discuss many matters of company 
policies with the representatives of the 
sales organization. 

President DuBois Young welcomed 
the managers, complimenting them on 
the achievements recorded in the dis- 
tribution of the Century cars since the 
first of the year and urging a continu- 
ance of effort for the remaining six 
months. 

Addresses were made by R. S. Cole, 
general sales manager; Frederick Dick- 
inson, advertising manager; H. E. Rose, 
sales promotion manager; J. E. Roberts. 
F. D. Peabody and I. M. Kauffelt. 


N.S.P.A. Adds Show Space 


DETROIT, June 22—The National 
Standard Parts Association has closed 
a contract by which the association has 
secured the main arena of the Cleveland 
auditorium, as well as the exhibition 
hall for the National Standard Parts 
Association Show, Oct. 29 to Nov. 2. 
This gives the N. S. P. A. 60,000 sq. ft. 
of floor space gross for the 1928 show 
as compared to 30,000 sq. ft. gross 
available last year. 








Levy to Travel Abroad 


DETROIT, June 22—Henry R. Levy, 
president of the Studebaker Sales Co. 0° 
Chicago, will sail this week for a vaca- 
tion on the continent. 


Fisher Body Still Growing 


PONTIAC, June 23—The local plan‘ 
of the Fisher Body Corp., which 
reached a peak production of 1009 
bodies a day early in June, is expected 
to continue this rate during the nex: 
two months, according to Henry P. 
Blow, manager of the Pontiac unit. 








Durant Moves Equipment 


LANSING, June 22—Drill presses 
from the plant of the Locomobile Co. of 
America at Bridgeport, Conn., have ar- 
rived here and are being installed in 
the local Durant factory. 


Move Oakland Machinery 
PONTIAC, June 25—Oakland Motor 
Car Co. is moving its motor plant from 
plant No. 5 of the old factory unit to 
plant No. 9 of the new Oakland-Pontiac 








“The Car Runs Dandy 
And I Certainly Do 
Like it a Whole Lot” 


STUDEBAKER dealer, 
somewhere in Oklahoma— 
where Indians all have money 
—finally succeeded in getting 
an old Indizn Mammy to part 
with her equally aged car. He 
sold her a President. Meeting 
her a while later, he asked her 
how she liked the new one. 
“How’s it go?” asked the 
dealer. “Like it, don’t you?” 
She laughed. “Old _ one, 
‘giddap, giddap,’ all time,” 
answered the voluble lady. 
“President, ‘whoa-boy, whoz- 
boy,’ ” which spoke volumes to 
one who knows his Indians. 











factory unit. Plans contemplate hous- 
ing the axle production in the buildings 
which have been used up to this time 
for motor production. 


Sues Ford for $165,000 


COLUMBIA, 8. .C., June 25—Alleg- 
ing breach of contract, E. M. DuPre of 
this city, filed complaint June 21 with 
the clerk of courts in an action against 
the Ford Motor Co., asking for $165,- 
000 damages. Mr. DuPre alleges that 
this is the amount of loss he sustained 
when the Ford agency was taken from 
him after he had made additional hous- 
ing facilities. 
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Show Me Week 


Proves Success 


Auburn “Sa m p ling” Plan 
Meets With Acceptance 
of Public 


AUBURN, IND., June 25—With dis- 
tributors and dealers in many cities 
surpassing their quotas by more than 
100 per cent, Auburn’s national “Show 
Me” week proved to be one of the most 


successful demonstration and _ sales 
drives ever staged by any automobiie 
company. 


The event was put on in 13 major 
cities and in nearly 300 smaller towns, 
and was built around Auburn’s sales 
and manufacturing policy of building 
a car so good that it would sell itself. 

In order that resident of these vari- 
ous cities where the event was staged 
might have an opportunity of testing 
out the qualities of Auburn in the easi- 
est possible manner, Auburn dealers 
and distributors requested the public to 
come to their salesrooms and drive a 
car themselves. If the car did not do 
all they wanted a car to do, and did 
not sell itself to them, they were not 
asked to buy. 


Sam Keller Takes New Job 


TOLEDO, June 23—Samuel T. Keller, 
who has been a special sales represen- 
tative for Chevrolet in Toledo, has be- 
come sales manager of Landman-Grii- 
fith Co., distributor for Chrysler. 


























Talking It Over 


ALFRED P. SLOAN, Jr., president General Motors Corp., and Charles 

Franklin Kettering, president of the General Motors Research Corp., who 

was recently given an honorary degree of Doctor of Engineering by the 
University of Michigan 
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By Lewis C. Dibble 


HE merger germs still seem to be very much prevalent. Even the asso- 


ciations have been bitten by it. 


When the Automotive Equipment Asso- 


ciation held their annual meeting up at Mackinac Island, they voted to merge 


with the Motor and Accessory Manufacturers Association. 


In the past these 


two associations have represented a potent power in the industry and a com- 
bination of the two will no doubt result in an organization which will have a 
vast influence in the molding of future trends in the industry. 


% % 


* * 


C. W. Matheson and his staff, who are laying the foundation for the 
introduction of the new De Soto cars, have given up their quarters in 
the Eaton Tower and have moved out to the Chrysler plant in Highland 
Park, Mich., where they have established more commodious headquarters 
in the building formerly occupied by the Chrysler engineering staff. 


* * 


President Lawrence P. Fisher, of Cadillac-La Salle, gave the dopesters some- 
thing to think about when he issued a statement that production of his com- 
pany for the last half of 1928 is expected to equal the record output for the 


first half. 


oe 


3s 


Don Hogate, of Dodge Brothers, sprung another Scotch joke on us the other 


day. 
forth. The answer is, “They use ’em.” 


“What do Scotchmen do with old razor blades,” was the puzzler Don put 


% 


John N. Willys and his board of directors brought joy to the hearts of 
common stockholders in Willys-Overland when they resumed dividends on the 
common stock for the first time since 1920. The dividend, incidentally, reflects 
the splendid business which Willys-Overland are now enjoying. 


% * 


6 % 


It’s being whispered around that Prince Erik, of Denmark, stands a mighty 
good chance of being crowned Auburn distributor for Denmark. It appears the 


Prince bought one of the new Auburns. 


He became so fascinated with it that 


he called on E. L. Cord and as a result of the conference the ‘Prince let it be 
known that he would be very much interested in becoming the Auburn distributor 


for his homeland. 





Second Ford Race 

BLOOMINGTON, ILL., June 19— 
The second race under the auspices of 
the Corn Belt Auto Classic Association 
will be held July 4 at El Paso, IIl., it was 
announced today by Joe Phelan, secre- 
tary of the association. Members are 
all garage owners of central [Illinois 
and all cars entered must be Model T 
Fords. 





Watson Joins Russell Co. 


BOSTON, June 21—Russell Manufac-. 


turing Co., Rusco products, has ap- 
pointed D. F. Watson factory repre- 
sentative in the Boston territory. 





Packard Electric Meeting 

BALTIMORE, MD., June 25—Sev- 
eral officials of the Packard Electric Co., 
Warren, Ohio, came here recently by 
airplane and held a meeting with rep- 
resentatives of their cable and ignition 
division. The party included N. A. 
Wolcott, president; B. N. McGregor, 
general sales manager; Charles Kloer, 
Eastern district sales manager, and 


John S. King, of the John S. King Co., 
advertising counsel. 


Car Care Booklets 

WASHINGTON, June 26—Two mo- 
tion picture films aimed at educating 
the public as to the evils of carbon 
monoxide and on the _ construction, 
operation and care of an internal com- 
bustion engine are rapidly being com- 
pleted under the supervision of the 
supervision of the Bureau of Mines, 
Department of Commerce. 


J. A. Kellam Resigns 
TOLEDO, June 24—James A. Kel- 
lam, vice-president in charge of sales 
of the Landman-Griffith Co., distribu- 
tors for Chrysler in Toledo and nearby 
Ohio and Michigan territory, has re- 

signed on account of ill health. 











Butler Gets Graham-Paige 
KANSAS CITY, June 22—Formal 
transfer of the Graham-Paige distribu- 
torship in Kansas City from the Bird- 
Sykes-Bunker Co. to the Butler Motor 
Co., has been completed. 
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State Road System 
In the Old South 


Motorist Can Cross North 
Carolina In One Day’s 
Time 

ROSSING the State of North Caro- 
lina between dawn and dusk in a 
small four-wheeled vehicle is a feat 
that would have stirred the imagina- 
tive mind of Jules Verne. Yet, al- 


though this 587-mile journey is not 


commonly made in one day, it can be 
done in comfort over the old North 
State’s improved roads. 





Hartwell to Visit London 

SPRINGFIELD, MASS., June 25— 
Ralph L. Hartwell, general superin- 
tendent of the Springfield plant of Wico 
Electric Co., has sailed for London to 
assist in putting new models into pro- 
duction in the English factory. The 
local plant is now operating at capacity. 


Wire Wheel Record 

BUFFALO, June 25—Gross sales of 
Wire Wheel Corp. in May totaled $406,- 
000 and production of wire wheels to- 
taled 41,492, both figures a record for 
any one month in the company’s his- 
tory. Gross sales in the first five 
months totaled $1,912,567, an increase 
of 90 per cent over the 1927 period. 








Barry on Lecture Tour 
PORTLAND, ORE., June 25—E. D. 
Barry, chief engineer of Pacific Good- 
rich Rubber Co., is now on a lecture 
tour in the Pacific Northwest, accom- 
panied by A. C. Row of the advertis- 
ing department. 





Buick Sales Gain in May 
FLINT, June 23—Buick retail sales 
in May exceeded April by 5000 cars, ac- 
cording to C. W. Churchill, general 
sales manager. Dollar value of retail 
sales in the first quarter was $365,000,- 
000. 





Marmon Totals Increase 
INDIANAPOLIS, June 25—Produc- 
tion and shipments of Marmon ears 
for 1928 passed the total for the full 
year, 1927, on June 13, when the total 
for the year to date reached 11,440 as 
compared with 11,434 for all of 1927. 


C.1.T. Opens Branch Offices 

NEW YORK, June 22—Commercial 
Investment Trust Corp. has opened new 
branch offices in Huntington, W. Va., 
and Knoxville, Tenn., through its op- 
erating subsidiary, the C.I.T. Corp. 








Nash Heads Eldridge Retail Sales 

SPOKANE, WASH., June 25—J. B. 
Nash has been appointed retail sales 
manager of the Eldridge-Buick Co. A. 
H. Bleck, former retail sales manager, 
has been appointed assistant to M. O. 
Anderson, wholesale manager. 
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Stutz Shows 3 
Collapsible ‘Types 


New Bodies on 145m: Chassis 
Have Many Modern 
Features 


INDIANAPOLIS, June 23—Three 
new types of collapsible bodies on the 
154-inch wheelbase chassis shortly will 
be on display by all Stutz dealers 
throughout the country. All bodies are 
by Philips and the line consists of a five- 
passenger sedan, a seven-passenger and 
a five-passenger limousine. The new 
line is in addition to the custom cab- 
riolet coupe introduced by Stutz about 
two years ago. 

Tops are quickly collapsible and in 
the limousine type the limousine glass 
may be used as a tonneau windshield 
if passengers so desire. Door windows, 
of course, may be raised for side wings 
when the top is down. 

The top material is light weight, but 
substantial and sporty and folds com- 
pactly to a position parallel with the 
ground level. Construction is some- 
what similar to that of the conventional] 
speedster, with wood bows and metal 
slat irons. The irons are of monel 
metal, making them impervious to rust 
in all climates. 

Prices are: Five-passenger sedan, 
$3,995; five-passenger limousine, $4,095; 
seven-passenger limousine, $4,195. 





Heads Detroit Chamber 

DETROIT, June 22—S. Wells Utley, 
president of the Detroit Steel Castings 
Co., has been elected president of the 
Detroit Board of Commerce. Charles 
A. Sullivan, traffic manager of the 
Fisher Body Corp., has been elected a 
director. 





Merritt Goes to Buffalo 
BOSTON, June 23—Charles M. 
Merritt has been appointed manager of 
the Buffalo branch of the International 
Harvester Co. He has been with Inter- 
national here for six years. 


Tire Firms Ask Tax Cut 

TRENTON, N. J., June 25—The Ajax 
Rubber Co., Racine, Wis., has asked the 
tax board to reduce the 1928 taxes on 
the Trenton plant from $570,200 to 
$300,000. The plant was closed last 
January and is not expected to be oper- 
ated again by the Ajax company. The 
Trent Rubber Co., also closed, wants a 
$20,000 cut in taxes. 








Frank Returns from Abroad 

SOUTH BEND, June 22—Arvid L. 
Frank, assistant manager of export 
sales for the Studebaker corporation, 
returned this week from a three months 
business trip in England and other 
European points. 





Coughlins Have New Home 
DAVENPORT, IOWA, June 23— 
Coughlin Sales Co., local agent for the 
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the ultra-moderns. 


Pontiac Six by striking a medal. 


Line.” 


the dollar in gold.” 


margin of about 32 years. 





“New «Model Medal” 32 Years Old 


HE ghosts of the “gay nineties” probably are enjoying a laugh at 


The “Modernists,” as represented by the Oakland Motor Car Co., 
thought they had something new and smart in the way of an autome- 
bile advertising novelty when they marked the introduction of the 
It bore a likeness of Pontiac, famous 
Ottawa chieftain, and was inscribed “Pontiac, Chief of the Sixes.” 
But just a few days ago a laborer excavating near the Oakland Six 
plant unearthed a medal of similar size and bearing another con- 
ception of Chief Pontiac’s features. 
inscription “Pontiac Buggy Co., Pontiac, Mich. Western Amesbury 
Investigation revealed the medal was struck in 1896 to cele- 
brate the introduction of the “Western Amesbury” line of buggies 
which the reverse side of the medal asserts, “are worth 100 cents on 


Thus the Pontiac Buggy Co. which later envolved into the Oakland 
Motor Car Co., appears to have beaten Oakland to the idea by a 


On its obverse side was the 








Hudson and Essex Cars, this week for- 
mally opened its new two-story build- 
ing. The firm is owned by four broth- 
ers, Tom Coughlin, president; D. Joseph 
Coughlin, vice-president; J. Kevin 
Coughlin, treasurer, and Daniel A. 
Coughlin, secretary. 





Studebaker Sales Contest 

LOUISVILLE, KY., June 22—During 
a recent sales contest of the Studebaker 
Sales Co. a total of 36 new cars and 
100 used cars were disposed of. 

S. G. Hickman was the leading new 
car salesman with seven new cars de- 
livered; while Roy McAtee made a re- 
markable record with delivery of 32 
used cars. 





Sectional Men to Meet 

LANSING, June 23—Forty Oldsmo- 
bile distributors and branch managers 
from all parts of the United States 
will be in Lansing June 25, 26 and 27, 
for their annual conference with offi- 
cials of the Olds Motor Works relative 
to plans for the new Oldsmobile sales 
year which starts Aug. 1. 


A. L. Andrews Honor Guest 

TRENTON, N. J., June 22—General 
A. Lincoln Andrews, former assistant 
secretary of the United States treasury 
department and now director general of 
the Rubber Institute, Inc., was the 
guest of honor at the annual dinner and 
meeting of the Rubber Manufacturers’ 
Association of New Jersey recently 
held at the Trenton Country Club. 


Holds Auto Clinic 

COLUMBUS, OHIO, June 25—Gris- 
wold-Sohl Co., jobbing concern, held an 
“Equipment Clinic” at its storeroom 
recently lasting for three days, when 
garagemen, repair shop proprietors and 
the trade generally were invited to wit- 
ness demonstrations of new equipment 
and accessories. Two cars were re- 
finished daily and many major opera- 
tions were shown. 








Eaton Axle Dividend 
Eaton Axle & Spring Co. has de- 
clared quarterly dividend of 50 cents, 
payable Aug. 1 to stockholders of rec- 
ord June 14. 








New Jordan Air Line 8 
A NUMBER of refinements mark the new series Jordan Air Line Eight. 


This is available in three body styles all priced at $1,995. 


options are available. 


Many color 


Engine performance has been improved, the horse- 


power having been increased to 85 b.hp. 


June 28, 1928 


Biggest Jordan 
Driveaway Day 


More Than 150 Dealers From 
12 States at Plant for 
Cars 


CLEVELAND, June 25—More than 
one hundred and fifty dealers from all 
parts of the United States were at the 
Jordan factory last week for the biggest 
driveaway day in the histery of the 
company. 

Dealers came from 12 diferent states. 
with one from as far east as New York 
City, another from as far south as Ken- 
tucky and two from Canada. A great 
ovation was given to the distributor 
from Des Moines, Iowa, who came the 
greatest distance to get his cars. 

Officials of the Jordan company who 
were hosts to the dealers at a barbecue 
luncheon, stated that the Air Line Eight 
and the Cross Country Six are proving 
exceptionally popular and that deliveries 
of the two lines are running neck-and- 
neck. 








Car Beats Sprint Champ 


BOSTON, June 22—In a race between 
a sprinter and a Studebaker Com- 
mander here this week the car won. The 
test was arranged following a discus- 
sion of speed when “Bill” Cunningham, 
sporting writer for a Boston newspaper, 
said he wanted to be shown that in the 
short sprint the car was the faster. 





Employment Figures Up 


WASHINGTON, June 21—The auto- 
mobile industry. reported an increase of 
_ 5.7 per cent in employment and of 4.1 
per cent in payroll totals during May 
as compared with April. Compared 
with May, 1927, the automobile industry 
increased employment 14.2 per cent 
last month. 





New York Golf Winners 


NEW YORK, June 22—One hundred 
and four golfers gathered at the Bon- 
nie Brier Golf Club, Larchmont, N. Y., 
for the third monthly tournament of 
the Automobile Merchants Association 
of New York City, Inc., on June 19. 
The two drawing prizes for the lowest 
net were W. J. Grattan, Hills Motor 
Co., New Rochelle, and J. V. Clark, 
U. S. Rubber Co. 





Hupp Heads at Okla. City 

OKLAHOMA CITY, June 25—Du- 
bois Young, president of the Hupmobile 
corporation, and Rufus Cole, general 
Sales manager, were in Oklahoma City 
June 12 at a state-wide meeting of 
Hupmobile dealers and agents. 





Prickett Heads Parrott Co. 
OKLAHOMA CITY, OKLA., June 22 
—Fred B. Prickett has been made gen- 


eral manager of Parrott Motor Co., 
Ford dealer. 
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Vacation time is here but it’s a one-sided proposition. It is play time for car 
owners and profit time for the automotive trade. And profit means putting the olfactory 


organ, commonly called the cose, to the grindstone and watering the latter with the 
sweat of the brow. 


The above paragraph is a bit brutal, but what will you? With the roads 
inhabited by touring cacationists and homes inhabited by mortals who would like 
to join them, the moment is ripe for car dealers and service stations to redouble 
selling efforts and get all that beiongs to them. 


About one out of every three families in the United States this year will lock up 
their home, Jump into their automobile and see America, we glean from the General 
Motors Facts About a Famous Family. About 40,000,000 people now are planning vacation 
trips that will take them to new scenes hundreds and hundreds of miles away. These 
estimates are made from registration figures of tourist camps, national parks, public 
lands and hotels during the last 10 years. From equally authoritative sources comes 
the estimate that tourists will spend nearly $4,000,000,000 during their wanderings. 


The Connector of the Willard Storage Battery Co. is more conservative in its 
tourist estimate, but even so the figures it arrives at are sufficiently large to spur the 


trade to bee-hive activity. We quote from an editorial entitled “The Tourist Means 
Money”: 


“Help the automobile owner to ‘Discover America,’ and you will 
discover untold new profits and possibilities as an automotive mer- 
chandiser. 

“It has been conservatively estimated that 3,000,000 or more car 
owners will take advantage of the splendid highways which have been 
constructed during the past several years and visit America’s beauty 
spots to be found in almost every one of the 48 states and Canada. 

“By estimating that each car owner has four in the family, in- 
cluding himself, the total of 12,000,000 tourists is conservatively ar- 
rived at. 


_ “Business institutions of all kinds will share in the great distribution of money 
which will be expended, particularly automobile and accessory dealers, garages and 
repair shops. Get your Chamber of Commerce to fall in line with other progressive 
communities and provide facilities to take care of the stranger within your gates. Camp 
sites and parking grounds cost little to establish and the automobile club touring bureaus 
eagerly boost the well-conducted ones and furnish touring information regarding them 
to motorists from other localities at no cost to you or your town. 


“Uncle Sam is cooperating in getting the whole country to touring and 
has opened up national parks, built trails through the mountains and 
forests and provided camp sites wherever possible. 

‘‘Prepare for the great army of tourists that will swarm over the high- 
ways. Stand ready to furnish accurate road information to tourists con- 
cerning routes to all surrounding important towns. Then make an effort 
to outfit those of your customers who will tour elsewhere this summer, 
and get your share of the business from out-of-town tourists passing 
through your town. The results in increased sales and profits will sur- 
prise you.”’ 


And there you are. If you prefer profits, you'll keep in mind that it’s 
the other fellow’s vacation period and not yours. 


While our thoughts concern themselves with profits, it is particularly propitious 
for us to echo from our little wilderness this vibrant note from T-N Parts: 


No one can serve a customer to good advantage without being at least reasonably 
prosperous. 


Cut yourself a piece of prosperity. 
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Ancient and 
Modern 


THE Monument of 
Independence located at 
Sao Paulo, Brazil, cor- 
responds to our Statue 
of Liberty and is the 
monumental masterpiece 
of the state. The chariot 
shown here, symbolizing 
transportation 2000 years 
after its discontinuance, 
suggests the question— 
“Will a car such as the 
Franklin, which stands 
beside the monument, 
symbolize transporta- 


in 4028?” 








Mrs. A. S. Anzell to Sail 
BROOKLYN, N. Y., June 25—Mrs. 
A. 8S. Anzell, head of the Specialty 
Mfg. Co., will sail July 4 for Europe 
on a combined business and vacation 
trip. During her absence S. N. Duber 
will be in charge. 
Everett With Peavey Rubber 
BOSTON, June 25—Joseph N. Ever- 
ett has just been elected a director of 
the Peavey Rubber Co., distributor of 
McClaren tires in New England. He 
was for 10 years managing General 


tire sales throughout the Boston ter- 
ritory. He has assumed his new duties. 


B. & S. Takes on Evinrude 
MILWAUKEE, June 26—Briggs & 
Stratton Corp. has taken over the Evin- 
rude Motor Co., according to an an- 
nouncement by Stephen F. Briggs, 
president of the former company. 





Takes On Hupmobile Line 
DILLON, S. C., June 25—H. H. 
Anderson has taken the agency for 
Hupmobile in Dillon county. 





Million-Dollar Legs 


£TBC RII EIR RE Rd a anne meen 





Here we have a most interesting automobile, beautifully made and as 
beautifully finished. The reader who knows his cars will recognize it as 
a Chrysler and—what’s that? You want to know about the lady? Well, 
this is an automotive retailers’ magazine and we should really attend to our 
knitting, but if you must know, she’s Mlle. Mistinguett, a French actress, 


whose dance equipment is said to be insured for a million dollars. 


Now 


go on with the story 





Motor 


Cadillac-La Salle 


Sales Increase 


Both Foreign and Domestic 


Show an Exceptional 
Gain 


DETROIT, June 23—Sales of Cadil- 
lac and La Salle cars in the first five 
months this year totaled 17,437, an in- 
crease of 39 per cent over the same 
period last year. Retail deliveries dur- 
ing this period increased 38 per cent. 
Sales of the La Salle car in the first 
year following its introduction March 
5, 1927, totaled 16,581 as compared 
with 19,705 Cadillacs in the same pe- 
riod. In March and May this year La 
Salle sales exceeded Cadillac and in 
April sales were even. 

Exports in the first five months to- 
taled 1337, an increase of 72 per cent. 


Age 





Tire Output Down 
NEW YORK, June 25—tTire produc- 
tion during the month of April showed 
a decline for all groups, according to 
the monthly survey of the Rubber As- 
sociation of America, Inc., while ship- 
ments in all groups except balloon in- 

ner tubes showed an increase. 


Western Auto Dividend 
Western Auto Supply Co. has declar- 


ed a regular quarterly dividend of 50 
cents a share and a participating divi- 
dend of 66 cents a share on participat- 
ing preference stock for the six months 
ended June 30. It is to be paid on 
presentation of stock for redemption on 
July 1. 


Continental Net Big 

Continental Motors Corp. reports net 
profit for the six months ended April 
30 as $807,497 after all charges. This 
compares with $147,084 for the corre- 
sponding period a year ago and is equiv- 
alent to 46 cents a share as compared 
with eight cents a share in 1927. 


MelIntyre With Moon 
BOSTON, June 22—A. H. McIntyre 
has been made New England district 
representative for the Moon Motor Car 
Co. He was formerly Eastern district 
manager for Stutz. 


Colwell Promoted 
DETROIT, June 25—A. T. Colwell, 
of Thompson Products, Inc., Cleveland 
and Detroit, has been made sales and 
engineering representative of the Cleve- 
land plant’s original equipment divi- 
sion for Michigan. 





Pop, Eldridge Feels Fine 

SEATTLE, WASH., June 26—It pays 
to be healthy, and under 54. At least 
that is the opinion of A. S. (Pop) EI- 
dridge, of the Eldridge-Buick Co., one 
of the largest of Washington’s auto- 
mobile distributing firms, whose life 
insurance today amounts to $600,000. 
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A.E.A. Will Have 


No Commissioner 


Office Done Away With; 
Harry Moock Resigns; 
Budget is Cut 





(Continued from page 9) 


running from $400 up to $1,350, obliga- 
tory as to payment, and without the 
necessity of future assessments on 
members. From this income there has 
been set up a budget of $155,000 for 
general association expenses, and $130,- 
000 to carry on the Greater Market 
Development work of the association. 
The curtailed appropriation for Greater 
Market Development resulted in the 
resignation of Harry G. Moock, who 
has acted as general manager of this 
department since its inception. 

The convention got off to a splendid 
start with President Arthur Storz’s an- 
nual address on Monday of convention 
week. 


Addressed by B. C. Forbes 


A feature of the opening day session 
was an address by B. C. Forbes, who 
predicted that within the next five 
years many of them would pass out 
of this business; that mergers, the 
emergence of other, stronger units, 
would tend to changes of the greatest 
importance. 

The second day’s general session was 
given over to the Greater Market De- 
velopment department, with Harry G. 
Moock in charge of the program. 

The announcement was made of a 
new Greater Market Development com- 
mittee, consisting of N. H. Boynton, 
chairman; N. F. Ozburn, M. C. DeWitt, 
Thos. I. Jenks, Fred Campbell, L. H. 
Hancock, George Fleming, Charles 
Hodgson and Charles Gates. 

The importance of aviation develop- 
ment to the automotive manufacturer 
and the wholesaler was taken into con- 
sideration for the first time by the as- 
sociation, and a committee was named 
to investigate the possibilities of this 
market, and report at the October 
meeting. 


Shop Equipment Shows 


One of the most important group 
meetings of the week was held by the 
shop equipment manufacturers, who 
definitely decided to arrange for the 
showing of equipment in “working” 
exhibits, as in past years, in the annual 
automobile shows in Boston, Dallas, 
Kansas City, St. Louis, Pittsburgh, 
Philadelphia, Los Angeles, San Fran- 
cisco, Detroit, Baltimore, Cleveland, 
Minneapolis, Atlanta and Montreal. 
These are in addition to the national 
shows in New York and Chicago. 

Herbert Buckman, manager of the 
Cleveland Automobile Manufacturers 
and Dealers Association, will handle 
the details of the shows next year as 
he did during the last season. 








What's Coming 


SHOWS 


Automotive Equipment As- 
sociation, Coliseum, Chicago, 
Oct. 22-27. 

*Chicago, Jan. 26-Feb. 2. 

National Standard Parts 
Association, Cleveland Audi- 
torium, Oct. 29-Nov. 3. 

*New York, Grand Central 
Palace, Jan. 5-12. 

Salon, Automobile Salon, Inc., 
Hotel Drake, Chicago, Jan. 26- 
Feb. 2. 

Salon, Automobile Salon, Inc., 
Hotel Biltmore, Los Angeles, 
Feb. 9-16. 

Salon, Automobile Salon, Inc., 
Hotel Commodore, New York, 
Dec. 2-8. 

Salon, Automobile Salon, Inc., 
Palace Hotel, San Francisco, 
Feb. 23-March 2. 


CONVENTIONS 

Automotive Equipment As- 
sociation, Coliseum, Chicago, 
Oct. 22-27. 

National Association of Au- 
tomobile Show and _ Associa- 
tion Managers, Drake Hotel, 
Chicago, July 26-27. 

National Standard Parts 
Association, Hollenden Hotel, 
Cleveland, Oct. 29-Nov. 3. 

World Motor Transport 
Congress, Rome, Sept. 25-29. 


S.A.E. 

Detroit, Book-Cadillac, An- 
nual Meeting, Jan. 15-18. 

Newark, Robert Treat Hotel, 
Transportation Meeting, Oct. 
16-18. 

New York, Annual Dinner, 
Hotel Astor, Jan. 10. 


*Will have special shop equip- 
ment exhibit. 








Oct. 10—Marketing Annual for 
1929 — Motor World Wholesale. 














G.M. Canada Record 
DETROIT, June 22—General Motors 
of Canada established an all-time pro- 


duction record in May when 17,772 


cars and trucks were shipped from the 
plants in Oshawa and Walkerville. 





Oregon Would Lower Fee 

SALEM, ORE., June 22—Completed 
petitions for two initiative measures 
were filed with the secretary of state 
by Joe E. Dunne of Portland, state sen- 
ator. One proposes an increase in the 
state tax on gasoline from 3 to 5 cents 
per gallon. The other would reduce 
the present automobile registration fee 
50 per cent on all classes of motor ve- 
hicles, except trucks and buses. The 
latter measure would abolish all addi- 
tional fees now charged against motor 
carriers, substituting therefor a flat 
annual fee of $15. 
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June Output May 
Set New Record 


Retail Sales Excellent; Ford 


Orders Far Ahead of 
Production 


NEW YORK, June 27—Continued 
large output by many of the factories 
in the smaller production group is 
maintaining a very favorable rate of 
operation in the automotive industry. 
The activities of these factories, plus 
the increasing operation by Ford Motor 
Co. and the high seasonal level for some 
other large producers, promise to bring 
the June output to within striking dis- 
tance of the record 1928 output 
achieved in May. 

Retail sales are continuing at a rate 
that is extremely satisfactory and there 
are possibilities that the total cars 
turned over to buyers in June will 
equal if not exceed any month of the 
year. 

Orders for new Fords continue to 
remain far ahead of actual delivery 
dates throughout the country. 


Defiance Adds Space 
TOLEDO, June 23—Defiance Spark 
Plug Co. is building a $25,000 addition 
to its plant. The new unit will permit 
doubling working operations. 








No Interest in Mergers 


BUFFALO, June 22—“The Grahams 
are in control of the Graham-Paige fac- 
tory and we mean to stay just that 
way,” said R. C. Graham, addressing 
more than 150 Graham-Paige dealers 
of Buffalo and western New York at 
the Hotel Statler June 19. “I believe 
that the independent company has a 
place in the industry, and an important 
place.” 





Packard Cable Assortment 


Packard cable is now supplied to 
dealers in a metal cabinet, holding 10 
sets of Packard Lackard ignition cable. 
This merchandiser contains a popular 
assortment. 





. 
Moon Business Gains 
ST. LOUIS, June 26—R. A. Rawson, 
general sales manager of the Moon com- 
pany, reports good business from all 
quarters. Within the past 30 days sev- 
eral new accounts have been signed. 


S. C. to Probe Gas Price 
COLUMBIA, S. C., June 25—Attor- 
ney General John M. Daniel has or- 
dered an investigation of the gasoline 

price situation in South Carolina. 








Many Take on Durant 


SEATTLE, June 25—Scores of deal- 
ers in the West have applied for and 
been granted Durant-Star franchises 
since the production of the new Durant- 
Star and Durant S. A. sixes. 
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Motor Age 














John Cleary Says— 


It happened more years ago 
than I care to remember. I was 
soliciting local newspaper ad- 
vertising from a dealer in a 
moderate-priced car. 


Maybe you can date the occur- 
rence from the circumstance 
that newspaper men in those 
days were advertising solicitors. 


Today they are advertising 
salesmen. 


“What chance do you think 
you haver” asked the dealer. 
“T have just finished an inter- 


view with your competitor, who 


carries more automobile busi- 
ness than all the rest of you 
fellows combined.” 


“Yes?” My question was meant 
to tease the dealer to open up. 
The ruse succeeded. 


“Put yourself in my place,” 
went on the dealer. “Your 
friendly enemy argued that I 
ought to put all-my advertising 
in his paper because all the 
other fellows are doing it. What 
would you have said?” 


‘Was that his only argument?” 
ra, 


‘Then I should have told him 
what I am sure you told him. 
I should have resented his sug- 
gestion that I retire from busi- 
ness as a dealer.” 


“How comepe”’ 


“Well, his very argument that 
I should use his paper — and 
pass up all the others—merely 
because the majority of adver- 
tisers were patronizing his sheet, 
indicated his newspaper’s belief 
that every automobile buyer 
should buy a Ford —and pass 


up my car and all the others— 
because more people were buy- 
ing Fords. He was literally 
inviting me to go out of busi- 
ness.” 


“That’s exactly what I told 
him. He couldn’t understand 
my viewpoint, and he went out 
mad.”’ | 


(P.S.—I got the business. ) 


A little later, when Henry Ford 
began to concentrate on the 
Model T in earnest, and the 


prices commenced to tumble, a 


dealer came to me and said: 


“What chance have I in this 
price competitionr In the final 
analysis, all automobile dealers 
have been selling personal trans- 
portation. Yet the Ford will get 
anybody there and back, with 
low maintenance expense. Why 
shouldn’t everybody buy a 
Ford pe” 


The answer to that was as simple 
then as it is today. 


“You buy a shirt to cover your 
body. That is its utilitarian 
purpose, just as the utilitarian 
purpose of an automobile is 
personal transportation. You 
can buy a shirt—that will serve 
that utilitarian purpose—for 69 
cents. But there will always be 
a demand for shirts from that 
price all the way up to the 
custom-made variety for $10.00 
or more. The answer is pride 
of ownership.” 


These thoughts from the earlier 
days of the industry are revived 
now so that dealers may adapt 
them to the conditions arising 
from mergers and talks of more 
mergers. 
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The above cross between a patrol wagon, a hose 
cart and an ambulance belongs to the Maharajah 
of Tonk, to whom goes the credit for its conception. 
The Maharajah does his touring in a reclining posi- 
tion and is usually accompanied by a couple of his 
wives. You'll probably recognize the chassis as a 
Willys-Knight Great Six 























Cred:t for being the first person to purchase a Model A 

on the new Ford low-rate finance plan goes to Ormal 

B. Stevens, of Warren, Mich., snapped at the wheel. 

Flanking him are Earl L. Johnston, sales manager of 

Warren Auto Sales Co., left, and Carsten Tiedman, 
manager of the credit branch 


Cred:t for setting a new world’s speedway 

speed record belongs to Leon Duray. 

well-known race driver was caught in the 

act (gaze above) of negotiating a lap in 

148.174 m.p.h. in a front-drive Miller. 

The former record, held by Frank Lock- 
hart, was 147.174 m.p.h. 


A German inventor gets the credit for 

the new type of rubber bumpers osculat- 

ing at left. The bumpers are pliable and 

light and said to reduce shock to both 
car and object 
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C. E. McTavish, gener- 
al parts and_ service 


manager 0); General 
Motors Products of 
Canada, Ltd. 





ERVICE, more and more is being recognized as 
the master salesman of the automotive industry. 
Those whose job it is to help the dealer accord 
to the car owner the brand of service that will 
cause him to buy for his new car the same make that 
he has been driving, recognize its vital importance. 
This much was obvious to all who attended the Fac- 
tory Service Managers’ Forum of the National Auto- 
mobile Chamber of Commerce held at the King Edward 
Hotel, Toronto, June 18-19. The convention, which 
registered a record attendance of 150, was marked by 
an unusual degree of earnestness on the part of the 
delegates, and the interesting discussions that followed 
such of the excellent papers as lent themselves to dis- 
cussion, indicated the vital importance of “more fac- 
tory help for dealers’ service,” the general subject of 
the convention, to those present. 
Among the addresses given, taking them in the order 





Motor 


Serving the 


National cAutomobile (hamber of 
portance of the Industry 5 K ey 
Trade to -Meet Service 


Age 


; By SHERMAN 


of presentation, were: ‘“‘How the Factory Can Help the 
Dealer Improve His Service,” by A. K. Steigerwalt, 
service manager, Durant Motors, Inc., and “Installing 
Flat Rate and Selling Service,’ by H. M. Wiegand, 
service manager, Dodge Brothers, Inc. 

These papers, which followed the preliminary opening 
addresses of the first session, interlocked to stress the 
importance of flat rates as a means of increasing owner 
satisfaction, and the discussion that followed was all 
of it decidedly favorable to the system as a whole, 
although there were sharp differences of opinion re- 
corded with regard to certain features of application. 

On the question of whether or not an effort toward 
standardizing flat rates should be made, it appeared 
to be the feeling of the majority that it was imprac- 
ticable to have the same service charges for all parts 
of the country, and testimony to subbstantiate this 
argument was advanced by several. 

With regard to the question of whether or not a flat 
rate should include a lump sum for labor and materials, 
another diversity of opinion was recorded. The ma- 
jority, while appreciating the desirability of telling the 
car owner exactly what a job would cost inclusive of 
labor and materials, was of the opinion that the average 
dealer, in most cases, would not be justified in giving 
other than a flat labor charge until he knew the con- 
dition of the parts in the job to be done, which could 
not be ascertained until the job was disassembled. 

A showing of hands regarding factory policy in the 
matter of recommending flat rate systems proved that 
with few exceptions such recommendations were fa- 
vored, in one way or another. 

The next paper, starting the Monday afternoon ses- 
sion, was given by F. A. Oberhue, sales manager, 
United Motors Service, Inc., who made an appeal for 
specialized service stations and presented reasons why 
dealers should not try to do work for which they were 
not properly equipped. Much discussion followed the 
presentation of this paper, and one speaker advanced 
the opinion that the factory and dealer should not take 
away profit-making lines of operation from the special- 
ist or independent service station. If this were done, 
he said, they would be forced out of business and would 
not be on hand to take care of the odds and ends that 
the dealer does not care to handle. 

This speaker favored the car dealer having a 
capable diagnostician and sending special work to 
a specialist unless he has volume sufficient to pay him 
to have an entire department for handling that special 
job, whatever it might be. He advanced the opinion 
that the owner does not care where the job is done, but 
is more interested in having it done properly. 
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Dealers for Service 


( ommerce Forum ‘Discusses the Im- 


stone and the Needs of the 
Obligations With ‘Profit 


SWIFT 


“Profitable Use of Shop Equipment,” by L. Z. McKee, 
Weaver Mfg. Co., was an appeal for the use of shop 
equipment as a means of increased profit. | 

“Packing of Parts for Dealer Shipments,” by Charles 
J. Zusi, Container Testing Laboratories, told of the 
ways developed for the economical packing of parts. 

Mr. Zusi’s address brought the first day’s session to 
a close. 

“The Human Element in Serv- 
ice,” by H. B. Lewis, vice-president, 


dress was the subject of considérable discussion. The 
importance of obtaining a wider distribution of factory 
parts was appreciated, but there was a difference of 
opinion as to how this was to be accomplished. The 
consensus of opinion appeared to be that further work 
along this line by the car makers is necessary in order 
to obtain a maximum business from this source. 
“Scientific Brake Testing and Adjustment,” by F. W. 
Parks, vice-president, Cowdrey Brake Tester Organi- 
zation, stressed the owners’ appreciation of the neces- 
sity of proper brake-adjustment and the advisability 
of specialized equipment to sell the owner on the’ avail- 
ability of such adjustment. It was quite generally 
agreed that the average dealer does not pay enough 
attention to the profit possibilities of this work. 
“Service Operations of General Motors of Canada,” 
by C: E. McTavish, general parts and service manager 
of General Motors Products of Canada, Ltd., was a 
particularly interesting resume of 
the way in which service has been 








Commercial Credit Co., opened the 
Tuesday morning session. This 


developed in Canada where car 
owners and dealers are separated 


was an inspirational address. In This Iss ue by such wide expanses of territory. 
“From the dealer’s standpoint,” In the succeeding pages of this issue In speaking of the highly suc- 
said A. R. Sandt, sales section, peta we = 2 cessful flat rate system that Gen- 
General Motors Corp., in the course agers’ Forum of the National Auto- eral Motors of Canada has devel- 
: . mobile Chamber of Commerce, held " : 
of his paper on service parts mar- in Toronto, June 18 and 19. All oped for its dealers, Mr. McTavish 
: 66s seven are of importance to the retai . 
keting, “if the factory has made conde and ane aummpandeh ter take stressed the necessity of coopera- 
proper discount and stock avail- value. Taken together they consti- tion of the dealer before the plan 
one —_ ‘ : tute an indication that the factories ‘ . 
ability provisions, I think he is have a full realization of the vital can be successfully put into practice. 
-9] , importance of service to automotive ° . ‘ 
rather short-sighted if he buys seine, seine. wale aes He stated that it is practically 


competitive merchandise. That is, should share. 
if the dealer buys service parts 
from sources other than those pro- 
vided by the factory, he reduces 
himself to the same standing as all 
other service stations in his 
trading area. In other words 
he is afforded no protection 
for the wholesale business he 
may enjoy with 
competitive service 
stations. 

“Furthermore, if 
the dealer feels 
that it is his pre- 
rogative to split up 
his sources of sup- 
ply so as to obtain 
the greatest profit 
margin, I wonder 
how he would feel 
if the factory with- 
drew its most pop- 
ular models and 
sold them through 
the retailer making 
the best offer so 
that the factory 
could enjoy the 
greatest profit 
margin.” 

Mr. Sandt’s ad- 























impossible to attempt to put in the 


complete flat rate system at one 
King Edward 


ee “sosatans time and gave the following steps 
, where sessions 


Rater were held as necessary: (1) Clean up the 


premises; (2) make the layout as. 
efficient as possible; (3) see that 
necessary tools and equipment are. 
installed; (4) see that parts stock 
is ample; (5) put in flat rates to. 
owners; (6) then and not until 
-s then, put in flat rate com- 
_— pensation to mechanics. 
a Pe Good service is impossible, 
| said Mr. McTavish, unless 
suitable premises are used. 
In his opinion, too many 
dealers still 
have the idea 
that any kind 
of building is 
good enough 
for service. 
Anyone who 
has that idea 
is certainly 
short-sighted, 
said Mr. Mc- 
Tavish. The 
attractive 
(Turn to page 
24, please) 
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Sixteen Sensible ‘Recommendations 
Personal Broadcasting 


of Your 
By H. B. 


(Vice-President of the 








H. B. Lewis 
vice-presient Foe o f 
of the Commercial 4 


Credit Co. 


HERE is probably no surer guarantee of 
present prosperity and permanent success for 
any dealer than a service whose excellence his 
owners broadcast. : 

Now as to what constitutes good service in the 
repair department, from the owner’s standpoint, I be- 
lieve we can sum up briefly thus: It is delivery, at the 
day and hour promised, of a car in the condition ex- 
pected by the owner when he gave the order, with- 
out any new troubles that weren’t there before, and 
at a cost not in excess of his expectations. And as 
the owner is the man who must convince the world 
that your service is either good or bad you must 
somehow meet that prescription if his advertising 
is not to be detrimental. 

Service failures group themselves into seven classes 
(1) Failure to deliver when promised; (2) Wrong 
work ordered for the purposes intended; (3) Work 
ordered not properly done; (4) More work ordered 
than necessary; (5) Less work ordered than necessary; 
(6) Car delivered in such unsightly outward condition 
as to displease the owner and cause him to feel that 






it has been neglected inside also; (7) Charges 
in excess of the owner’s expectations. 

I take it you agree that service in the auto- 
motive industry has never been all it should be, 
that there is greater need of good service today 
than ever before, and a greater opportunity for 
the dealer who produces exceptional service than 
at any prior stage in the history of the business. 
Fair enough. What shall we do about it? 

My specific recommendations are as follows: 

1. Introduce every new owner to a service 
salesman, the service manager, the shop foreman, 
or your most trusted mechanic—one or all, depending 
on the size of the shop and the various conditions ob- 
taining at the moment. Whomever he meets, make the 
buyer feel from the start that he has friends, or a 
friend, in the service department and really matters 
to its members—is not, in other words, just repair order 
number so-and-so whenever his car comes in. 

2. Work out a standard maintenance program similar 
to the Durant program, the Packard Washington pro- 
gram, or the Vacuum Oil program and try to tie each 
new owner into it at the very start. 

It will balance productive time in the shop, get the 
owner in the habit of making regular contacts, keep him 
better satisfied with his car’s operation on the road, 
prevent serious troubles, make him feel at home in 
your establishment—in brief, it will begin to make 
service profitable for you and a source of owner good- 
will both for you and for the car. 

3. Train your service force even more thoroughly 
than you train your sales force. Have evening meet- 
ings at least once a week. Discuss all complaints, all 
troubles, and devise future preventives. 

Send each owner some sort of service literature at 
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Klement in Service 


for Making the (ar Owner a 
Station for the Good 
Shop 


Lewis* 


Commercial Credit Co.) 


least once a month. Send it to your service people 
likewise. Send it to their homes. Let them get it 
just as the owner. would and sense the spirit and the 
method that he will expect when he has read it. Let 
your service advertising help build your service stand- 
ard up to its level. 

4. Put up signs about service where the owner and 
your own force can see them. They tell the owner 
what to expect and induce him to speak right out 
when he doesn’t get that. His complaints, if any, help 
to show you where your weaknesses are. Your own 
force, seeing them every day, cannot fail to absorb 
some of their spirit subconsciously, especially if they 
see the boss himself conscientiously expressing it and 
realize that there is more than mere talk in the policies 
they set forth. 

5. Use flat prices and piece-work rates. Make the 
mechanic make good complaints at his own expense. 
Give prizes for the most work with the fewest come- 
backs. I will not attempt to outline a detailed plan of 
this kind. It will have to be produced for each shop 
according to the conditions prevailing in that shop. It 
can, however, be done in every shop to which the flat- 
rate-piece-work program is adaptable. I realize that 
these two expedients are difficult in small shops with 
only one or two mechanics and intermittent work—but 
I wonder how many shops need remain so small and 
their work so intermittent if a regular 500-mile service 
program is enacted with every owner. 

6. Be careful not to have comparable prices out of 
line. When the owner finds any item of your account 
conspicuously high he doubts the fairness of it through- 
out. I have seen literally hundreds of savage com- 





*From a paper presented at the Service Managers’ Forum of the National Auto- 


mobile Chamber of Commerce at Torento, held June 18 and 19 








plaints about big jobs based on one or two trifling 
items that were so obviously high as to discredit the 
price scale throughout. 

7. Don’t wrangle with the customer. And don’t de- 
fend a position that you can’t reasonably expect the 
customer to see from his standpoint. Above all things 
don’t pose as infallible. Every human being knows 
that every other human being can make mistakes and 
there’s no quicker way to convince a man that you’re 
trying to gyp him than to act as if you couldn’t be 
wrong. Sometimes it is not easy to tell where the 
fault lies in checking back over work already done, but 
nearly always it is clear how the thing must look from 
the customer’s standpoint. In such cases tell him you 
realize how he must feel about it but here are all the 
facts you have to go by—and what would he do about 
it if he were in your place? Not once in a hundred 
times will he take advantage of your fairness. The 
greatest trouble with most of us in all business rela- 
tionships is our lack of confidence in the other fellow’s 
sense of honor. It’s usually far greater than we give 
him credit for. 

8. When you decide to give the owner something, do 
it without quibbling and do it with a smile. Capitalize 
the good-will value of everything you give away. 
Better not to do it at all than do it grudgingly, for in 
that case you lose money and good-will both. If you 
must lose money, see to it that you buy with it a dis- 
proportionate accession of good-will. 

9. Whenever possible in special service jobs test the 
car with the owner before writing up the order. Other- 
wise you never can be sure you have got his idea. It’s 
the owner’s car—not yours—that you’re repairing, and 
unless you fix it to his liking you might better have 
let it alone. 

10. If possible test the car with him again before de- 
livery to be sure you have corrected the troubles he 
complained of. 

11. Don’t do unauthorized work. Make sure in ad- 
vance of the work required to get the result he is 
after, have him authorize that at a stipulated price 
and don’t do a dollar’s worth more. If, as you get into 
the mechanism you find items that ought to be at- 
tended to, get his order for them then. Once in a 
great while you may have to take a chance, but, when 
you do, realize that it is at your risk and be sport 
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enough to take your medicine if 
he refuses to pay. If your 
whole policy is trustworthy, 
however, and your explanation 
shows a conscientious effort to 
do the right thing the chances 
are the owner will accept the 
charge. Remember that the «HB. Lewis. 
average owner has been gypped 

so often that he expects it and is on the defensive. 
You’ll have no trouble once you get his full confidence. 

12. Deliver the cars looking right. No one thing 
does more than this to predispose the owner toward 
satisfaction with the job. 

13. Make delivery when promised. If some totally 
unpreventable delay makes this impossible be sure to 
give your owner plenty of warning. Never let him 
come to the service station expecting to use the car 
and find the work not finished. 

14. Whether or not you use a periodical inspection 
and lubrication service—but especially if you do—keep 
a card record of each owner and each job. A follow- 
up to find out if everything was satisfactory is often 
an important good-will factor. 

A follow-up to get the car back in again for service 
as required is often essential in connection with lubrica- 
tion and inspection service and often a great stimu- 
lant of volume in bringing other cars in for needed 
work which, without a reminder from the dealer, would 
be extremely likely to go to an outside repair shop. 

15. Keep harmony between the service department 
and the sales department and don’t keep the service de- 
partment on the defensive in the matter of expense. 
The ideal situation is created when you make the sales 
and service departments each consider themselves part 
of the sales machinery, preach sales to your service 
men and reward them according to the good-will and 
respect they earn for the company. The separation 
that now exists in so many organizations is one of the 
greatest elements of weaknesses in the industry’s serv- 
ice technique. 

16. If ever too much hurried on a job to be sure of 
desired result see that the customer knows it. Prompt 
delivery with the work done wrong is no credit to the 
dealer. Sometimes under pressure it is hard to refuse 
a job because not enough time is allowed you to be sure 
of doing it thoroughly. In such case, if there is doubt 
about the permanency of the cure see that the owner 
understands the case at time of delivery. <A starter 
clutch may, for example, work when you clean off the 


is delivery, 








ELEMENT 
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i What Is Good Service? 


OOD service in the repair depart- 
ment from the owner’s standpoint 
at the day and hour 
premised, of a car in the condition 
expected by the owner when he gave 
the order, without any new troubles 
that weren’t there before, and at a 
cost not in excess of his expectations. J { 
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IN SERVICE 








oil but for permanent results it 
‘Y may need renewal. A miss may 
seem to be cured by changing 
a spark plug but the basic 
| trouble may be sticky valves. 

Suppose that every customer 
you have was so pleased with 
your handling of his every after 
purchase contact (not alone in 
repair matters, but in every sort of relationship) that 
they were telling all their friends who had new cars 
in mind—not “Buy a Chrysler” (a Whippet, a Dodge, 
Nash, Packard, or what not), but “Buy of Bill Brown. 
His service is perfect. I never supposed there could 
be such a thing but this is it—a full 100 per cent. 

“Everything he does for you is done with a smile 
and a snap and if there’s ever a mistake he makes it 
good so cheerfully you’re almost ashamed to have men- 
tioned it. I don’t care what car he sells in years to 
come. I’m with Bill Brown to the end of the chapter.” 

Look where it puts you. 

In the first place, a dealer with such a reputation 
can sell any good car, whose factory policy is sound, 
that he chooses to take on. He is independent in that. 
respect as any merchant in the world can be. 

In the second, he makes money on service, for with 
such a reputation he is certainly getting all the service 
volume. his territory provides (something few dealers 
ever do under existing conditions) is able to charge 
adequate prices, and must, of course, be doing good, 
efficient work and have few comebacks or he wouldn’t be 
so highly regarded. 

In the third place—what happens to your trouble-. 
some used car problem? 

Anyhow, call it theory if you will, but picture to 
yourself your used-car position if every customer you 
had were lauding your service to the skies. 

The average motorist, I assure you as one of them, 
would value such service so highly that he would 
gladly pass up a higher allowance in order to deal 
with you. Nothing you could do, I am convinced, 
would make you so independent of the average dealer’s 
most poignant worries as to put every phase of service 
on a basis as close to perfection as possible. 

And, of course, men, that is only possible when the 
true spirit of service is present. Machinery, capable. 
workmen, well-conceived methods—are essential parts 
of the program but the only influence that will ever 
coordinate them so as to assure the intended result is. 
a sincere will to serve. 











Serving the Dealers for Service 
(Continued from page 21) 


place attracts custom while the unattractive place re- 
pels. No matter how small the building, it can be at- 
tractive and the degree to which it attracts trade is 
in direct relationship to the profit it will make for the 
dealer. 

The two final addresses of the forum were given by 
A. 8S. McArthur, superintendent of the garage depart- 
ment of the Toronto Transportation Commission, who 
spoke on the maintenance work of that body and illus- 
trated his remarks with slides; and a paper by J. L. 
Kenyon, service manager, Chrysler Motors Corp., on 
handling expert service, which was read by Mr. Jaroske 
in the absence of Mr. Kenyon. 

E. P. Chalfant, executive secretary of the National 
Standard Parts Association, though not on the program, 


was present and made a short address to the delegates. 
He spoke in commendation of flat rates, saying that they- 
were, “the preservation of the industry.” He also dwelt. 
at some length on the difficulties of production in the 
early days when he first entered the industry and sug-. 
gested that if free service were abolished and a paid 
monthly service adopted the industry in general would 
benefit. 

Charles D. Hastings, chairman of the N.A.C.C. serv-. 
ice committee, called the Forum to order and the Hon. 
George S. Henry, minister of public works and high- 
ways, Province of Ontario, made the address of wel- 
come. The Forum was in charge of H. R. Cobleigh, of 
the N.A.C.C., who also took part in the general dis-. 
cussions. 
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By A. K. Steigerwalt * 


(Service Manager, Durant 
Motors, Inc.) 


service, is an old, old problem, a problem as old 

as the automobile industry itself, yet it is ever 
new and will forever remain new, as long as the in- 
dustry continues to live and progress. 

Much has been said in print, great long speeches 
have been made at conventions, untold numbers of let- 
ters have been written, and last but not least, long- 
winded conversations have been held as to the best 
method by which the factory can assist in improv- 
ing the dealers’ service. It cannot be denied that a 
lot of good has been accomplished, especially in the 
last few years, but there is still much to be done 
before the coveted goal of 100 per cent can even be 
sighted. 

We, as car manufacturers, are constantly making 
changes in design and construction to improve our cars 
to meet the demands made of the automobile by the 
public. The manufacturer assumes leadership in 
making these improvements—not the dealer. If we 
assume the leadership in the improvement of the auto- 
mobile, it is also our duty and obligation to take the 
lead in the improvement of service. 

There are numerous things which the factory can 
do to help the dealer improve his service. Unfortu- 
nately, many dealers still look upon service as a neces- 
sary evil and the development of the service business 
has not kept pace with other lines of development. 

Our first problem is to get the dealer to make his 
service station a definite part of his business and to 
appreciate that the service station is not the dump- 
ing ground for his sales department. 

Assist the dealer in establishing a policy setting 
forth exactly what his service department’s obligation 
is to himself and the owner. This obligation, in 95 
per cent of the cases, is making repairs to customers’ 
cars for which the customer should pay. 

This service policy should be explicit and should 
become a part of each sales transaction. It should 
be fair to the customer and when once accepted, 
Should be followed to the letter. 

Get your dealers to employ a competent man to 
manage the service station. This man should be 
selected not alone for his ability to repair motor cars, 
but also for his business ability to manage, retain and 
build up a business. He must be capable of employing A. K. STEIGERWALT 
the right kind of people, analyzing costs and bringing Service manager of Durant Motors, Inc. 

(Turn-to page 41, please) 


*From a paper presented at the Service Managers’ Forum of the National Auto- 
mobile Chamber of Commerce in Torofito, held June 18 and 19. 


H the factory can help the dealer improve his 























26 





Motor Age 


“If the First General Step Were 


24, sent out by the 

National Automobile 

Chamber of Commerce, 
Mr. Charles D. Hastings, 
chairman of the Chamber’s 
Service Committee, is quoted 
as follows: 

“The factories realize 
that their interest is bound 
up in both the dealer and the 
owner and that a happy re- 
lationship between these two 
factors enhances the good 
name of the product. For 
that reason they are as 
much concerned over the 
dealer’s success as a vendor 
of service as they are over 
their ability to sell cars. 
Hence their desire to coop- 
erate with the dealers in building up 
their service facilities.” 

From this, may we not assume that 
the car manufacturer’s first interest 
has to do with car owner good-will 
and that this car owner be given the 
best possible service at the lowest 
possible price? Just as we should re- 
member that the car dealer is justly entitled to a mar- 
gin of profit on service work or from the sale of mater- 
ial through a service department, we should also re- 
member that certain units on the car might better be 
serviced by independent concerns which several car 
dealers can support in the average size community. 
Saving the price of one man on the payroll and avoid- 
ing the unnecessary parts stocks that might be needed 
to do all types and kinds of work would enable the car 
dealer to cut down his invested capital and would 
also reduce his fixed overhead. If to this you add the 
fact that a motor car dealer could have certain types 
of work done outside at prices which would show him 
a reasonable margin of profit, it would give him an 
additional line of profit without the need of carrying 
fixed overhead charges. 

If there can be any merit to a plan of specializa- 
tion’ in maintenance, it would have to result in lower 
charges to the car owner and still show a margin of 
profit for the car dealer when and if the work is 
brought in through that channel. We can all agree 
that a great deal depends upon the type and kind of 
equipment any shop must have to do a satisfactory 
and economical service job. Whether or not it will 
pay a car dealer or specialized service station to 
maintain good equipment and to carry a well round- 
ed out service stock, depends largely upon the amount 
of work they can do to keep this equipment busy and 
to keep the stock turning over. 

The question of specializing in various phases of 
motor car maintenance should be a decision as to who 
can best serve the car owner in line with what this 


1 a bulletin dated May 


Taken by Motor (ar Factories to 
Give «Authorized or Specialized 
Stations Their Support,” Says Mr. 
Oberhue, “It Would Be an Easy the car dealer's place of busi 
Matter to Get the Support of the 
Service Stations to Do Only Such 
Work and (arry Only Such Lines certain service | work and 
as Would Meet With the Motor 


(ar Manufacturers’ Approval. ** sary to question that the 


CF) 


(Sales Manager, United Mo- 
tors Service) 


same car owner’ has a right 
to expect. At first, it seems 
fair to assume that the car 
owner could best be served 
by having all maintenance 
work done under the roof of 


ness. On the other hand, it 
might just be possible that 
we could make a better job of 
it by also having authorized 
or specialized stations doing 


carrying the necessary parts 
in stock. 
It should hardly be neces- 


most ideal plan for handling 
of motor car service would 
be to have each motor car 
dealer set up for complete 
service on the cars he represents. If 
the owner brings his car to the deal- 


By F. A. Oberhue * er’s place of business, he should find 


sympathy and interest which this car 
owner could not expect to find in vari- 
ous places throughout the community. 

Some years ago when the so-called 
independent shop was first conceived, 
it simply meant that a fairly good mechanic or foreman 
wanted to try going into business for himself. In the 
majority of cases this man did not retain the good-will 
of the car dealer nor was the road made easy by allow- 
ing the independent station to purchase material at a 
fair price from the car dealer or car factory. If a check 
of all car dealers throughout the country could be made 
today, it would no doubt be found that the vast major- 
ity of them started somewhat along the lines mentioned 
above, rather than having come dver to the motor car 
business from other lines of industry. 

Even though these independent shops did not start 
out by being authorized or reeognized by car factories 
or car dealers, they were able to specialize in giving the 
car owner personal attention, which this car owner 
might not have received in like measure from an em- 
ployee working at so much per week in a larger car 
dealer service station. 

To prove that personal contact and_ specialized 
interest are most important factors, we need only 
cite the many independent stations which first grew 
up and then grew out of being the type of stations 
they were first intended to be. “The boss” becom- 
ing too active in merchandising or taking on a line 
of cars or Jobbing parts and accessories, forced the 
motor car owner to make another move to obtain spe- 
cialized service from a man with whom he could have 
personal contact and in whom he could place confi- 
dence. 


After a man has had three or four models of a cer- 





*From a paper presented at the Service Managers’ Forum of the National 
Automobile Chamber of Commerce at Toronto, held June 18 and 19. 
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tain make of car he may 
not know a great deal 
about an electrical unit, a 
carburetor or a rear axle. 
He may, however, have 
sdme opinions which he 
would like to talk over 
with someone personally. 
Very few of us like the 
idea of waiting “out in 
front” while our car is be- 
ing inspected by someone 
we never heard of and 
then having the verdict ~ 
brought out as to what | i 
they intend to do and just , 
what it will cost us. Our 
experience has certainly 
taught us that the best 
and most_ satisfactory 
service transaction can be 
worked out when the man 
making the estimate can 
place his head under the 
hood while the car owner 
lies across the front fen- 
der. This does not im- 
ply car owner interfer- 
ence or standing over the 
job while the work is be- 
ing done but refers only 
to the working out of an 
agreement as to what 
should be done and the 
price that is to be paid. 
We are all convinced 
that instructions and 
bulletins sent out by mo- 
tor car and equipment 
manufacturers take a 
great deal of the “guess” 
out of maintenance work. 
It hardly seems possible 
for manufacturers to short-circuit the sending out of 
necessary information such as technical bulletins, ad- 
vance. write-ups on new units to be announced and 
various information concerning short-cut methods of 
doing service work. It so happens that all of the very 
same information would have to be sent to large and 
small car dealers alike and, therefore, if all of the in- 
formation which various equipment manufacturers must 
of necessity send out were added to all of the informa- 
tion the car manufacturer must send to his dealers, it 
would be necessary for the average car dealer to have a 
librarian to keep tab on the papers. No doubt all of 
us suffer from our not being able to get car dealers 
or authorized specialized stations to read and study 
instructions promptly. We also know that a station 
With just an average run of mechanics who pay atten- 
tion to advance write-ups on new equipment and bul- 
letins on how to perform various operations can do a 





F. A. OBERHUE 


Who is sales manager of United Motors Service 


better job than the finest 
kind of mechanics work- 
ing without this informa- 
tion. . 

Immediately after get- 
ting away from metropol- 
itan centers we find a 
much smaller car dealer 
who is unable to even con- 
sider giving all types and 
kinds of motor car serv- 
ice. In these smaller cen- 
ters we are, however, con- 
fronted with the same 
type and kind of car 
owner who is entitled to 
good service at a reason- 
able price. We know from 
actual experience that no 
one or six or seven aver- 
age car dealers combined 
could support one radia- 
tor man, one speedometer 
man and one electrician. 
If the manufacturers of 
various units could build 
up authorized _§ stations 
which would either do the 
work for the car dealer 
or in many cases, handle 
the car owner direct, it 
would soon result in a 
recognized chain of. sta- 
tions which both the car 
and equipment manufac- 
turer could be proud of. 

Whatever the so-call- 
ed authorized _ station 
may or may not be to- 
day, has been brought 
about without the fullest 
cooperation of the motor 
car factories. Where 
some factories recognize a specialized or authorized 
service station, many manufacturers are reluctant about 
accepting this second line ef defense, or do not whole- 
heartedly recommend that car dealers support them. 
If the first general step were taken by motor car fac- 
tories to give these authorized or specialized stations 
their support, it would be an easy matter to get the 
support of the service stations to do only such work 
and carry only such lines as would meet with the motor 
car manufacturers’ approval. Without this support, 
which would make the authorized station more success- 
ful, many of them have been forced into various types 
of activity not in harmony with some similar activities 
of the motor car factories or car dealers. From an 
intimate knowledge of authorized service stations, I feel 
sure that motor car manufacturers could get any num- 
ber of concessions in return for a more whole-hearted 
support of such stations. (Turn to page 30, please) 
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Installing se Flat 


HE flat rate method of 
charging for service labor 
is not new;.it was used 
years and years ago by 
the Romans who paid a flat rate 
for farming or tilling their land 
and has been used successfully ever 
since. It has been applied success- 
fully to practically every line of en- 
deavor. Printers, barbers, den- 
tists, doctors, lawyers, tailors, 
laundries, dry cleaners and 
others have used the flat rate 
method of charging for 
years. In view of all this 
there are still some per- 
sons connected with 
one of the greatest 
industries of them all, the automobile 
industry, who still believe that this 
method of charging for automobile 
service work cannot be done suc- 
cessfully. 
It has been proved without 
doubt that this method of 
charging for service work, 
when properly applied, is 
so far superior to the 
other method that there 
is absolutely no com- 
parison. 
The purpose of 
the flat rate sys- 
tem is to show 
the car owners 
just what the 
labor charge 
will be 
whether 
or not 
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Mechanics working 
under the flat rate sys- 
tem find they can 
make frequent visits 
to the bank—to de- 
posit, not te withdraw 
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he asks it. It is not merely to have 
a set price for service operations. 

When a car is brought in for serv- 
icing, a repair order should be writ- 
ten up, the labor price inserted and 
the order signed by the car owner 
before the job is started. This pro- 
cedure is one of the most impor- 
tant points in the flat rate system, 
as it eliminates practically all the 
misunderstandings and unpleasant 
surprises the car owners usually 
have when paying for service work 
by the hour, because he knows be- 
fore the job is started exactly what 
the labor charge will be. The owner 
takes no risk, the dealer must do 
the work specified at the established 
flat rate labor price regardless of what difficulties may 
be encountered. 

Practically all car owners prefer the flat rate method 
of charging for service work and as a result the dealer 
gets a larger percentage of the service business in his 
territory. This permits a larger volume of service 
parts to be sold through the service department at the 
list price as well as increasing the service labor revenue. 

Flat rate pay to the mechanics speeds up work con- 
siderably, permitting a larger volume of service busi- 
ness with a limited amount of floor space. This re- 
duces the service overhead expense and is especially 
valuable to the dealer who has insufficient floor space to 
handle his service work. 

When mechanics are paid on the flat rate basis, the 
dealers usually can obtain the best mechanics in his 
locality, since the flat rate pay to mechanics enables 
the good man to earn considerably more pay than he 
formerly did when being paid by the hour or week. The 
slow, lazy mechanic is automatically eliminated, as 
under this payment plan he will receive pay in propor- 
tion to his speed and ability and cannot make an ade- 
quate wage. 

This method of paying mechanics reduces labor costs, 
even though the mechanic earns considerably more pay 
due to the fact that his efficiency is increased consid- 
erably. 

Contrary to the opinion of some owners, we have 
found that the standard of workmanship is raised 
when mechanics are paid by the flat rate method, 
since each mechanic must guarantee his work. If 
the service job comes back due to any condition 
where the work was improperly done, the me- 
chanic must do it over without compensation. 
With this in mind he is very careful to see 
that everything is correct. 

The flat rate system is not complicated; 
in fact, less clerical work is necessary 

than that required for the hourly 
method of charging for service work. 

The flat rate to owners and me- 
chanics is not a “cure-all” for 

all service problems, but when 
properly applied it represents, 

we feel, the most important 
advance in service methods 
ever accomplished. 
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By 
H. M. Wiegand* 


(Director of Service, 
Dodge Brothers, Inc.) 


In arriving at a price for a service 
operation, we have three factors to con- 
tend with: the cost of labor, plus overhead 
expense, plus profit, equals the customer’s 
price. It is best to eliminate hours and min- 
utes from the schedule entirely as the actual 
time necessary to perform any operation should 
not enter the conversation between the service 
salesman and car owner. 

Most car owners are demanding prompt service and 
since it is almost impossible to have them bring their 
cars in by appointment, it is usually necessary to have 
more mechanics than would be required if the prompt 
service were not given, therefore, the mechanics may 
have to wait for work on some occasions. 

Before we can arrive at a price the car owner must 
pay for a service operation, we must first arrive at the 
price we are going to pay the mechanics for doing 
the work. Supposing we have obtained from several 
dealers, their average time for a particular service 
operation, it is then necessary that we take a grand 
average of the time submitted by each dealer and 
find that the average for the operation is one hour. 
This represents the unit of time required for the aver- 
age mechanic to perform the operation in the average 
service station, which should check reasonably close 
with the factory time study. 


To arrive at the flat rate price to be paid the me- 
chanic, the average hourly pay for mechanics may be 
obtained from a representative number of dealers. We 
then must consider the amount of unavoidable loss 
that the mechanics suffer. When prompt service is given 
this lost time is quite universally established at 15 per 
cent. To establish the mechanic’s flat rate pay for each 
average hour required to perform any service operation 
we take the average hourly rate obtained from dealers, 
add 15 per cent for unavoidable lost time which the me- 

. chanic has to absorb, also 10 per cent as a safety factor 
and to permit the average mechanic to earn more pay 
than he could when being paid by the hour. 

After arriving at this price to the mechanic we 
must then add a sufficient amount to pay overhead and 
make a reasonable net profit. 


How can we arrive at the proper overhead percentage? 
We must again go to our dealers for this information. A 
Study along this line brought to light two different 
conditions, i.e., the very large dealer showed a larger 
overhead in proportion to volume than the dealer in a 
smaller city. Of the amount paid the mechanic this 
Overhead varied from 125 per cent for the average 
dealer to 17 per cent for the very large dealer. After 
adding the overhead to the mechanic’s price we then 
must add approximately 15 per cent for profit. The 
dealer in a larger city should take 66 2/3 per cent of 
the established flat rate charge, paying his mechanics 


Rate Service 


H. M. Wiegand, 
Dodge Brothers’ direc- 
tor of service, 
composed the accom- 
panying article 


who 


29 





S 







































33 1/3 
per cent, 
whereas 
the average 
dealer should 
take 60 per 
cent, paying his 
mechanics 40 per 
cent. The price 
paid the mechanic, 
however, is the same 
amount in dollars and 
cents in both cases, the 
difference being in the 
price charged the car owner. 
It may seem strange that we 
should allow the same flat rate 
pay for the mechanics in both the 
large cities and the smaller towns, 
where living conditions are different 
but this works out very satisfactory, 
since the mechanics in the large cities 
have better working conditions, car own- 
ers as a rule do not go into the shop and 
take up their time with conversation, he 
specializes on certain units, he has less lost 
time and for these reasons he can perform the 
operations more quickly and though his com-~- 
pensation is the same for the same efforts as that 
paid the mechanic in the smaller town, he will earn 
more pay. This reduces the number of mechanics 
who know one car thoroughly from changing positions 
from one dealer to another, as he knows he will receive 
the same compensation wherever the standardized flat 
rate schedule is used. 

We found that with the exception of dealerships in 
cities over 350,000 population, and a few isolated parts 





*From a paper presented by Mr. Wiegand at the Service Managers’ Forum of the 
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INSTALLING THE FLAT RATE SERVICE SYSTEM 





of the country where some un- 
usual conditions exist, the serv- 
ice overhead expense per dollar 
of service business is close 
enough to permit standard 
prices to be used by all dealers. 
In the large cities a schedule 
that is 20 per cent higher than 


"a 


POT © 





| Flat rate, contrary to the opinion of some 
owners, raises the standard of workmanship, 
since each mechanic must guarantee his own 
work. 

{| The flat rate system is not complicated; 
in fact, less clerical work is necessary than 
that required for the hourly method of 
charging for service work. 

§ The flat rate is not a “cure-all” for all 
service problems, but when properly applied 


exists it is almost impossible to 
make a profit in the service <e- 
partment, even though the flat 
rate method of paying mechan- 
ics and charging for service 
work is used. This ratio will 
vary slightly depending on the 
layout of the building, etc., but 





the standard schedule is used to 
compensate for the increased : plished. 
overhead expense. Car owners 

usually do not complain about 

these prices, as they expect to pay more for service 
in a large city. This is an ideal condition and elim- 
inates complaints from car owners who formerly found 
prices for the same work varied as much as 150 per 
cent between two dealerships in cities the same size, 
located less than 50 miles apart. 


Some fiat rate books are so complicated that the 
service salesman become embarrassed trying to find 
the necessary operation when writing the repair 
order and in many cases does not insert the labor 
prices until the car owner has left. This is absolutely 
wrong and if this practice is followed the whole pur- 
pose of the flat rate system is defeated. To enable 
the service salesman to find the service operations 
quickly, he must have a flat rate book which is simple 
to handle, preferably one of pocket size, in which the 
operations are grouped, sub-grouped and arranged 
alphabetically; this we have found to be the most 
simplified method of arranging the flat rate operations. 
This arrangement of operations permits the service 
salesman to refer to any of the numerous operations 
in just a few seconds. 


Before the flat rate system can be installed profit- 
ably by the dealer, he should have his service station 
equipped with the necessary labor-saving tools. The 
extra profits made possible by labor-saving equipment 
will give the dealer a large return on his investment. 


Usually the mechanics do not favor the flat rate pay- 
ment plan until they have worked under it and have 
found that they can earn larger pay. Wren the flat rate 
system is installed it is a good plan to guarantee the 
mechanics their former pay for a period of 60 days and 
pay them the amount over this figure they earn on the 
flat rate plan for that period. When the 60 days have 
expired practically all of the mechanics will have earned 
more pay:-and will be satisfied. The poor mechanics 
_ will automatically be eliminated. 


The flat rate to mechanics works out satisfactorily 
for the small dealer who employs only one mechanic, 
providing he has enough work to keep him busy on flat 
rate operations. If, however, he is asked to do work not 
covered by flat rates, he should be paid by the hour 
or week. If a dealer has from two to three mechanics, 
the one that meets the car owner should not be paid 
on the flat rate plan, as he may have a tendency to 
hurry the customer and cause him to form a poor im- 
pression of the service department business methods. 
No difficulties will be experienced in operating a small 
shop on the flat rate basis, as it works the same in a 
small shop as it does in the large service station, except 
on a smaller scale. 

Many times we find the ratio of unproductive help in 
service departments entirely too high for the number 
of productive mechanics. 
service department management. 











When this condition 


it represents the most important advance in 
service methods that has ever been accom- 


This is due to lack of. efficient. 


should not be greater than one 
to four, that is, there should be 
at least four productive 
mechanics for each unproduc- 
tive service employee. If the dealer employs three 
mechanics the one that meets the car owner, does the 
testing, etc., should be partially productive. 

The number of field service salesmen that should be 
employed depends largely upon the percentage of cars 
the dealer is servicing in his territory. If the per- 
centage is normal the dealer should have a normal 
service sales force. If the percentage of cars serviced 
is below normal, the dealer should increase his field 
service sales force. There should be approximately one 
field service representative for each 800 cars in a 
dealer’s territory. 





Specialization in Maintenance 
(Continued from page 27) 


specialization possible there is no question about an 
authorized station being able to do such work in a 
great deal less time and at a lower total cost per trans- 
action. Getting at electrical work, radiator work or 
speedometer work can resolve itself into a “hunt and 
peck” system which is very costly, owing to the great- 
er use of material in making repairs. Then, too, 
such units are oftentimes affected by consequential 
damage. If only the affected units are replaced and the 
cause of the trouble is not removed it oftentimes re- 
sults in additional expense and car owner complaints. 
Latest information on changes in material, which 
can be supplied only by the equipment manufacturer, 
has done much to reduce service charges to the car 
owner. Reduced charges to the car owner is what 
should really interest the car manufacturer, and 
authorized service for which the equipment manu- 
facturer should be fully responsible would do this 
very. thing. 
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HOSE of you who are of an engineering turn 

of mind will, I am sure, agree with me that 

many of the marketing plans in effect today 
compare favorably with the automobiles of 15 or ‘20 
years ago. That is, they are unbalanced in design. 
This not only applies to the automotive industry, 
but to the majority of other industries which are con- 
fronted with the necessity of marketing the goods 
which they have produced. 

Furthermore, I am sure you will agree with me, 
that as a marketeer of service parts the average motor 
vehicle manufacturer is a novice as compared to the 
methods, processes and instrumentalities he uses to 
market the complete vehicle, or as compared to the 
plans and programs employed by the typewriter, 
adding machine, breakfast food and other established 
lines of business. This condition is not your fault, 
according to my observations. - It is the result of 
efforts being required in other directions. 

In observing what motor vehicle manufacturers are 
doing along the line of marketing their service parts, 
we find that most of the attention, in the past few 
years, has been given to getting their house in order. 
Now they are preparing to give their distributive 
functionaries the needed tools to work with. 

One of the most important and useful tools is the 
one by which the dealer may better control his stock. 
This not only covers inventory conditions but em- 
braces means for anticipating requirements and order- 
ing on the same form. 

Some of these forms are before you, and while each 
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one is different,; you will see that all are working 
along somewhat similar lines. 


Merchandising the use of these forms has played an 
important part. In fact, I ‘believe those who are 
using these and other forms will agree that their 
broad acceptance ‘and general use may be credited to 
the fact that they--were heralded by broadsides and 
letters, and that factory representatives: demonstrated 
their usefulness. | 

The intréduction of these forms into the marketing 
of service parts’ has, of course, brought forth some 
criticism. Namely, that it has a tendency and 
actually results in dealers: overstocking. Whether 
it does or does not, I cannot say. Really, I can’t see 
how any dealer or his parts man can go wrong if he 
knows his three r’s. 

The items when listed on these forms only include 
the fast-moving or commonly called for items. It is 
my understanding that they represent less than 5 per 
cent of the total items stocked at the factory. And 
if a dealer is on his toes they will represent as high 
as 65 per cent of this parts department net profit. 

Another element which is being given serious con- 
sideration is the matter of the sales presentation. 
We constantly hear that various genuine parts repre- 
sentatives refer to competitive merchandise in any- 
thing but complimentary language. And that they 
attempt to force dealers to buy only genuine parts 
under the threat that their franchise will be canceled. 
Maybe some use such arguments ; however, I have yet 
to see them included in any factory’s program. And 
I know from talking with many factory general sales 
managers that they will not permit the use of such ar- 
guments. 

Even if they did use such an argument and carried 
it out, we could hardly blame the factory. For from 
general outside appearance the dealer represents the 
factory. If a car owner comes into the dealer’s place 
of business and asks for, let us say, a piston pin, 
I am quite sure he expects to get the factory’s brand. 

From the dealer’s standpoint, if the factory has 
made proper discount and stock availability provi- 
sions, I think that he is rather shortsighted if he buys 
competitive merchandise. That is, if the dealer buys 
service parts from sources other than those provided 
by the factory, he reduces himself to the same stand- 

(Turn to page 41, please) 
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cA ‘Reminder to Dealers That Car Owners 
Spend Much More for Maintenance 
Service Than for Emergency ‘Repairs, 
and That Where There is Spend- 


ing There -Are Profits 


By L. Z. McKee* 


(Weaver Mfg. Co.) 


ENTLEMEN, my subject today is “The Profit- 
able Use of Shop Equipment.” While I have 
been asked to talk to you on this subject be- 
cause of my close association with many of 

you and your companies in the past, and because I 
am engaged in presenting this picture through our 
sales contacts to the trade, I want to acknowledge my 
indebtedness for much of this material to the Plan- 
ning Department of our Laboratory Garage, conducted 
by G. W. Benedict. Because of Mr. Benedict’s broad 
experience in automotive service work, I have asked 
him to accompany me in order to discuss with you 
later any points on which you may care to go into 
detail. In the brief time at my disposal, therefore, I 
can hope to cover only some of the high-lights of such 
an extensive subject. 

I am not going to attempt to present to you any 
hard and fast equipment set-up for your service 
stations. To do so would be presumptuous. You have 
already devoted much study and experiment to proper 
equipment at your factory, in your service schools, in 
your dealer’s service stations and you are conversant 
with the profits derived from this particular type of 
equipment. 

Frankly, I believe that you would be much more 
interested in examining, through the eyes of an equip- 
ment manufacturer, an angle of service which, while 
it is possibly not entirely new, is crowding more and 
more into the limelight, and which has a vital signifi- 
cance to every one of your dealers. 

From our numerous contacts with dealers through 
the Service Department of our Laboratory Garage, the 
picture appears to us about as follows: 

The average dealer divides his business into two 
departments—sales and service. When he thinks of 








* From paper presented at Service Managers’ Forum of the National Auto- 
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sales, what does he think of? New-car sales, of course. 
And service usually means to him what we might 
term “emergency repair service,” the service the car 
owner must buy to keep his car running and for which 
he naturally turns to his car dealer. The car manu- 
facturer and his distributor have naturally emphasized 
the importance of this service to the dealer, supplying 
him with service manuals that outline the procedure 
of these various operations and the flat rate charges 
to the customer. And, if he is the average dealer, he 
is apt to look to new-car sales as about his only source 
of profit and to be content if the service end of his 
business merely breaks even. Remember, gentlemen, 
I am speaking of the average dealer—in the town of 
a few thousand people—not of the city dealer. 

Even this type of mechanical repair service is 
changing. Modern designing practice has, in most 
cases, made it far more profitable to both dealer and 
owner to replace worn or damaged parts with new ones, 
obviating the reconditioning of such parts and the 
need of the equipment previously designed to handle 
this work. The old idea of “overhauling”? automobiles 
has become obsolete. 

But this “emergency repair service,” notwithstanding 
its importance, is, after all, only a small part of the 
service required by the car of today—service that the 
car owner is demanding and for which he is willing to 
pay well. What is this other type of service? It is the 
service that is inspired by the pride of ownership, pride 
in keeping the car bright, clean and factory-new, pride 
in smooth, noiseless operation, and the common-sense 
desire to take proper care of a fine mechanism and 
thus head off expensive repair bills later. For want of 
a better name, let us call it “maintenance service,” the 
service the car owner naturally expects to buy to keep 
his car, not merely running, but running well. 

Maintenance is a many-sided service: lubrication, 
washing, brakes, tire repair, batteries—each a special- 
ized service in itself and yielding splendid profits to 
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The many-sided maintenance service yields splendid 
profits to stations that know how to conduct it 
efficiently 
At right is L. Z. McKee of the Weaver Mfg. Co. 
the aggressive service station that knows 

how to conduct such service efficiently. 

Efficient ‘“‘maintenance service” is almost 
a virgin field to the average dealer. To be 
sure, he can give you a “grease job” or a 
patch on your tube, charge your battery and 
tow you in somehow if you get into trouble, 
but can he do it in a way that will make 
you want to come back, at a price you will 
be glad to pay and that will give him the 
profit he has a right to expect? 

Why is comparatively little of this busi- 
ness going to the dealer service station? As 
I have explained, the average dealer thinks 
of service in terms of what we have just 
described as emergency service. This 
service naturally comes to him, whether he 
seeks it or not. For naturally the owner of 
a particular make of car is going to turn 
to the man that sold it to him, who is sup- 
posed to know more about servicing it than 














anyone else in town, when a major repair 








operation is needed. Through him, too, the 
owner is assured of getting genuine parts. 
These advantages tend to offset lack of service facili- 
ties and the price seldom causes argument because, 
in the car owner’s mind, at least, there is no thought 
of securing a competitive bid. 
Maintenance service is another matter. 
confined to the dealer’s service station. It can be 
bought when and where the car owner elects. The con- 
dition under which this type of service is performed, the 
thoroughness and promptness of:the service and its cost 
will determine where the car owner will buy it. The 
fact that the large majority of this service is passing 
to the specialized service station is sufficient proof that 


It is not 


the average car dealer is not handling this service as 
efficiently as his competitors. 

Another question—Why the rapid growth every- 
where of the specialized service station handling the 
branches of maintenance service we have just outlined? 
The answer is perfectly obvious—because these are the 
biggest profit-making services. 

I wonder if many of us know the true picture of how 
much the average car owner spends on upkeep and 
just what he buys. We recently had the opportunity 
of going over the books of a dealer who is selling light 

(Turn to page 38, please) 
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CIENTIFIC brake 
testing and adjust- 

ment is a compara- 
tively new subject. 

The past few years have 
seen remarkable automotive 





development. Increased mo- 
tor vehicle population, better 
roads, faster driving speeds, 
all have combined to demand 
better deceleration than was 
possible with the two-wheel 
brake car. Hence the four- 
wheel brake development, to 
satisfy the demand for 
greater brake safety. 


The advent of four-wheel 
brakes has made absolutely 
imperative some means for 
scientifically measuring mo- 
tor vehicle braking force in 
order to properly distribute 
it. So while four-wheel 
brakes were developed to 
solve one problem, they have 
created another problem of 
their own—and a very seri- 
ous one to service managers 
in particular. 


The stopping performance 
of automobiles has been in 
t he personal impression 
stage until measuring means 
and standards of perform- 
ance were developed. Unfor- 
tunately, however, standards 
of performance have not 
come into use to the extent 
that will be necessary before 
satisfactory conditions can 
exist. We have now entered 
the “stopping” phase of mo- 
tor vehicle development. 
Heretofore, most engineering 
attention has been directed 
(coward matters of apparantly 
greater importance, such as 
speed, economy, comfort, ap- 
pearance, etc. 


Few men can give an ac- 
curate description of motor- 
vehicle brake performance. 
*““My car can stop on a dime” 
or “It will push your head 
through the _ windshield.” 
How inexact! Yet that 
same man can proudly tell 
you that his car will travel 
67.8 m.p.h., and that it will 
accelerate to 25.3 m.p.h. in 
8 seconds from a standing 
start. He will also tell you | 
that his car has 21 cp. lamps, runs normally at 8 lb. oil 
pressure, that his battery charges at 10 amp., and the 
motor operates on 18 miles per gallon of gasoline. 

So when he talks of these things—speed, light pres- 
sure, acceleration, electric current, fuel economy, etc.— 
he talks in terms that mean something to him. In fact, 
they mean the same thing to every one of us. There is no 
opportunity for misunderstanding. The terms used 
mean the same in California as in Ontario or Florida. 


























































































































































































































*This paper was pre- 
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the Factory Service 
Managers Forum of 
the National Automo- 
bile Chamber of Com- 
merce, held in Toronto, 
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Scientific 


By 
F. W. Parks* 


(Vice-President, The Cowdrey 
Brake Tester Organization) 
At left 


When he _ boasts 
that his car can 
travel 67.8 m.p.h., he 
has_ unconsciously 
referred to the two 
important factors, 
viz. Measuring 
means, and a stand- 
ard of performance. 
The speedometer has 
become the accepted 
measuring means, 
the reading being 
expressed in miles 
per h-ur. And stand- 
ards of speed per- 
formance have un- 
consciously perme- 
ated this man’s cos- 
mos sufficiently to 
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make him proud of the ability of his car to travel at 
this speed. He has compared his car’s performance 
with a standard of performance. 

The same situation should be generally true of brake 
performance, but unfortunately it is not. “There can 
be no science in any subject until measuring means are 
developed.” The measuring means, thoroughly tested 
and endorsed, are now available. We can now have the 
same science of brakes that we have of motors—the 
same science of deceleration that we have of accelera- 
tion. 

One should not infer from all that has been said so 
far that there has been no unit of measurement for 
deceleration. There has, but the term of “feet per sec- 
ond per second” is just a bit too confusing for the aver- 
age car owner, police official or brake-service mechanic 
to comprehend. He must have some term more readily 
comprehended on the basis of his own experience. Hence 
“stopping distance in feet from a speed of 20 m.p.h.” 
seems to be a longer but a more easily understood unit. 

If I say that my car will stop in 32 ft. from a speed 
of 20 m.p.h., on clean, dry, smooth, level, cement road, 
there is no opportunity for misunderstanding as to the 





A Cowdrey brake testing machine in 
a action. Each braked wheel gets an |i 
individual test 





actual stopping performance. These units of value are 
perfectly understandable to anyone. But unless and 
until you can compare the stopping performance of my 
car with the stopping performance of other cars, you 
are still in the dark. To complete this understanding, 
you need standards of performance, in order to know 
whether my car performs well or poorly by comparison 
with other cars. You need to know whether mine is a 
two-wheel or a four-wheel-brake car, because a 32-ft. 
stop would be commercially perfect for a two-wheel- 
brake car, but very poor performance for a four-wheel- 
brake car. 

Hence, we have suggested to the industry a grading 
table of motor-vehicle-brake performance, from an 
initial speed of 20-m.p.h. 


GRADING TABLE FOR MOTOR VEHICLE BRAKE PERFORM- 
ANCE FROM AN INITIAL SPEED OF 20 MILES PER HOUR 


Stopping Distance Comment Grade 
Between 15 ft. and 16 ft. Commercially perfect for 4-wheel 

Ds crea ceteebenteneatarnees A-4 

” or 18 ** Excellent for 4-wheel brakes.... B-4 

96 — 20 ‘* Good for 4-wheel brakes.......... C-4 

” eS 25 ‘* Fair for 4-wheel brakes.......... D-4 

> eo 30 ‘* Poor for 4-wheel brakes.......... E-4 
Over 30 ** It’s no longer a 4-wheel brake car F-4 





664 45 sé eé sé Poor. 


50 Brakes need attention.... 
Over 50 ‘ 


Vehicle unsafe on highways...... 


Between 30 ft. and 32 ft. Commercially perfect for 2-wheel 
EY Sine odie el eee on ee a ok ae a A-2 
= — = 35 ** Excellent for 2-wheel brakes.... B-2 
ey — = 40 ‘** Good for 2-wheel brakes.......... C-2 
sas 40 *“* ‘* 45 ** Fair for 2-wheel brakes.......... ae 
F-2 
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This table refers to service 
brakes only, and with clutch dis- 
engaged. Hand brakes should 
not rate poorer than E-2, road 
surface assumed to be clean, dry, 
smooth, level cement. 

This table was prepared from the data obtained from 
several thousand tests of our own, coupled with data 
obtained from several other reliable sources. ; 

Assuming then, that this standard of performance is 
acceptable to the industry and is worthy of general 
adoption, our next step is to consider by what means 
we shall do our measuring. 

There are on the market several different instru- 
ments for measuring the stopping performance of 
motor vehicles. They are in daily use by traffic officers 
in various states. They are read in the same terms, 
“feet to stop from a speed of 20 m.p.h.” The readings 
obtained from all these instruments are usable in the 
Grading Table just mentioned. The use of these instru- 
ments obviously implies road testing for brakes, because 
few garages are long enough to permit the speed neces- 
sary for the use of the instruments. | 

Now let us do a little figuring. Assume that we have 
in the United States and Canada 25,000,000 motor vehi- 
cles. Let us assume one road test for brake adjustment 
per car per year, using two men for 20 minutes’ time 
for each road test. What does this road testing cost 
the public? It represents on this basis over 16 million 
man-hours labor per year! At an average selling price 
of $1 per hour, it represents over $15,000,000 annually 
taken from the public and wasted in road testing for 
brakes. Shall we say wasted? Yes, of course, if it 
can be eliminated. But how eliminate it? Simply by 
substituting a quicker, cheaper, safer, and better 
method. 

Road testing for brakes, in traffic, is dangerous. Driv- 


ing a car five miles out of town to get away from traffic, 


for road testing, is expensive. 

To successfully eliminate road testing for brakes, it 
is necessary to substitute the use for a brake-testing 
machine that tells more in two minutes than two men 
can possibly discover in 20 minutes by road testing. 
Such a machine is already in commercial daily use in 
hundreds of installations in the United States and 
other countries. The readings of this machine may be 
_ translated into feet to stop from any selected speed. 
The condition of each braked wheel is indicated as to 
eccentricity, individual retarding force, etc., in a 
manner far superior to the ability of any two men to 
discover by the road test method. 

Service managers are in a peculiar position so far 
as this brake adjustment problem is concerned. The 
engineering department designed the car, production 
department built it, sales department sold it—and you 
are supposed to keep the owner sold on his car. Your 
own troubles would be materially lessened if we only 
had a science of brakes. There is no really good rea- 
son why the job of originally adjusting brakes should 
be wished onto the dealer organization, especially when 
such a large proportion of cars is sold in small towns 
where service facilities can not be of the best. 

Unfortunately, the brake troubles of service man- 
agers begin at the factory. Brakes should be burn- 
ished and final correct adjustment made, before the 
car is shipped. Those brakes will then stay in ad- 
justment for a reasonable period after delivery of the 
car to the owner. The necessity for brake readiust- 
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F car manufacturers and service depart- 
ments will not note the present trend, then 
before long their dealer organizations will 
lose their brake-service work to the special- 
ized brake-service stations that are springing 
up all over the country.’”—F. W 
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ment within 50 to 200 miles 
could then be eliminated. 

Right here I might mention 
the case of one car manufac- 
tured under scientific brake-ad- 
justment methods. One dealer 
told me he had received over 600 of these cars and not 
one of them had cost him one cent for brake adjust- 
ment. The job was properly done at the factory before 
the car was shipped. “se 

Three months ago, one of my businéss associates 
bought a car of that make. To his surprise he received 
a certificate from the dealer, stating that the car was 
capable of stopping in 16 ft. from a speed of 20 m.p.h. 
That car has been driven at this writing over 2000 


Parks. 


miles, the brakes have not been touched since they left 


the factory, the car owner is delighted, and the dealer 
has not spent one cent on the brakes of that particular 
car. 

You will note that this paper devotes little atten- 
tion to the detail of individual car adjustment. In- 
stead, it is an appeal to you for the adoption of the 
general principle. The details will work themselves 
out. In fact, such things have a way of settling them- 
selves. If a big principle is correct, nothing can stop 
it. And the evidence is accumulative that scientific 
brake adjustment is positively coming. 

If car manufacturers and service departments will 
not note the present trend, then before long their 
dealer organizations will lose their brake-service work 
to the specialized brake-service stations that are spring- 
ing up all over the country. 

My mission here is not to sell you Cowdrey brake 
testing machines. The machines will sell themselves. 
For example, one customer in the car dealer service 
field put 2424 cars over his machine in seven months, 
at an average sale of $3.00 and an average cost of 90 
cents. So the machines justify their economic exist- 
ence based on profits. But I would like to sell you on 
the fundamental necessity for scientific brake adjust- 
ment. There can be no sound argument against re- 
placing guesswork with exact knowledge. There is no 
reason for continuing the use of personal impressions, 
when exact terms are available. Would you throw into 
the discard all the engine dynamometers, scales, ther- 
mometers, pressure gages, electrical instruments, etc., 
in use throughout the industry? The resulting condi- 
tion would then resemble the past brake situation. 

In the automotive industry, there are hundreds of ex- 
amples of standards of practice and performance—ex- 
cept when it comes to brakes. On this subject the in- 
dustry has lagged. With what result? You can hire 
thousands of competent mechanics to overhaul engines, 
but try to find 50 first-class all-around brake mechanics 
familiar with all brake systems. 

But at least we do know that all two-wheel-brake 
cars will be obsolete within a few years; that 40 per 
cent of the four-wheel-brake cars on the road are four- 
wheel brake in name only; that all four-wheel-brake cars 
on the road should stop in 20 ft. from 20 m.p.h., yet 
less than 20 per cent can actually do so for lack of 
proper adjustment; that four-wheel brakes require 
measuring means up to the full capacity of each brake 
wheel; that accident insurance rates are going up in- 
stead of down; that the owner neglects brakes as a 
rule; that compulsory brake inspection and certification 
is being seriously considered and is a possibility within 
the near future. 
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LOOKING OVER AN 





cars in an average 
city of 75,000 popula- 
tion. 

In our analysis we 
secured our figures 
over a three-year 
period, or approxi- 
mately 30,000 miles 
driven. Following 
our previous classifi- 
cation, we have two 
major divisions of 
service. “Emergency 
Repair Service,” in- 
cluding guarantee 
work or work per- 
formed under. the 
usual 90 days’ serv- 
ice guarantee, minor @ : 
shop service and ~~ 
major shop service; 
and ‘‘Maintenance 
Service,” including 
lubrication and tightening, car and engine washing, 
car polishing and retouching, body and fender repairs, 
brakes, tires and batteries. 

To me, these are the significant high-lights: 

In the first year, more than five times as much was 
spent for maintenance as for emergency repairs. 

In the second year, more than twice as much was 
spent for maintenance as for emergency repairs. 

In the third year, 50% more was spent for main- 
tenance than for emergency repairs. 

For the entire three-year period almost two and 
one-half times as much was spent for maintenance 
as for emergency repairs. 

In fact almost as much is spent each year on the 
average either for lubrication or washing alone, as is 
spent for emergency repairs. . 

These figures may not be absolutely correct for your 
average dealer, but I do not believe they will be far 
out of line. And, if I may be permitted the sugges- 
tion, I believe an analysis of your own dealer’s figures 
along these lines will be of great value to you. 

Are there any reasons why your dealer should con- 
tinue to pass up this valuable business? There are 
only two excuses I can see. (I) He has never realized 
the profits to be derived from selling efficient main- 
tenance service. (2) He does not know how to sell 
maintenance service efficiently so that it will bring 
him the profits he has a right to expect. 

As we see it, gentlemen, here is a great oppor- 
tunity for you to render your dealers constructive help. 

To secure some definite information, some construc- 
tive help which we could pass along to the trade, we 
selected one branch of maintenance service—lubrica- 
tion—for special study last year in our Laboratory 
Garage. This garage, as you possibly may know, has 
been conducted by us for several years as a commer- 
cial garage, handling the usual run of commercial 
work, to give us a “close-up” of the conditions and 
problems faced by the average service shop. 

Here are some of the things we found are neces- 
sary to run a profitable lubrication service: 

1. The service you sell must be complete and effi- 
cient. 

2. You must sell it in a package, plainly labeled and 


G. W. Benedict, 
chief of the Plan- 
ning Department 
of the Laboratory 
Garage of the 
Weaver Mfg. Co. 
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priced so the car 
owner will know just 
what he is. buying 
and the price he will 
have to pay. 

3. You must tell 
him about this serv- 
ice and make it easy 
for him to buy it. 

4. You must sell 
it at a price that will 
give you a fair profit. 

To make this serv- 
ice complete and effi- 
cient you must start 
with the right equip- 
ment and use it intel- 
ligently. The foun- 
dation of our system 
is the lift, because 
the first requirement 
is to raise the car to 
the most convenient 
height for the workman to reach all lubrication points 
as easily and quickly as possible. 

To sell lubrication in packages that would fit prac- 
tically every type of car, we divided the operations 
into four groups as follows: (1) Complete Lubrication 
and Tightening, (2) Complete Lubrication Without 
Tightening, (3) Light Lubrication and Tightening, (4) 
Light Lubrication Without Tightening. 

On our job tickets we listed the detailed operations 
included under each group, so that when the customer 
signed the order, which is the lower section of the 
ticket, he would know what he was buying. And on 
each order the price was written in advance so there 
would be no misunderstanding on that point. 

We then advertised this service to a selected list of 
prospects, explaining its advantages to them and in- 
viting them to give it a trial. And when they became 
customers, we followed them up at regular intervals 
reminding them when they should come in for their 
next lubrication. 

Lack of time will not permit me to touch upon 
the other branches of the service I have termed 
“Maintenance.” But the system of handling them is 
essentially the same as that of lubrication. 

There is one vital thought I want to leave with you 
to pass on to your dealers, in answer to the question 
“How can shop equipment be best used to make a 
profit?”’: Don’t confine your service merely to emer- 
gency repair work, which is only one branch of com- 
plete automotive service. Departmentize the service 
end of your business. Consider each department as a 
separate unit and equip it to render the most complete 
and efficient service possible. If the dealer has a 
limited sum to spend on equipment, encourage him to. 
use it to completely equip one department where it 
will do him the most good, rather than attempting to 
cover too much ground. After this department is in 
successful operation, there is plenty of time to add a 
new department. Get him to think on terms of com- 
plete service efficiently rendered, to which complete 
equipment is essential. Get him to do one job well 
before starting on another, but don’t let him over- 
look the advantages of rendering complete mainte- 
nance service in all its branches. 
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Pep for Model T 


Can the regular side-valve Model T Ford 
engine be speeded up from 10 to 20 miles 
above its normal speed of 40 to 45 miles an 
hour? —T. A. Hodgdon, 324 Bay Street, 
Springfield, Mass. 


ETAINING the same valve ar- 
R rangement, you probably can add 
10 miles an hour and possibly 15 to 
the present speed of your Model T 
Ford. 


Can this be accomplished by raising the 
compression ratio, installing oversize valves 
such as the Fordson tractor valves, increas- 
ing the valve lift by building up the cams, 
installing a high tension magneto, using high 
compression spark plugs, installing aluminum 
alloy pistons ? 


All of your suggestions are good. 
Larger valves and heavier valve springs 
are helpful in increasing the speed. 
Fordson valves can be used if care is 
exercised to see that they do not strike 
the cylinder head gasket. It is not 
recommended that you attempt to build 
up the cams, but instead you would 
do well to purchase a_ high-speed 
camshaft. While the use of the high- 
tension magneto is very satisfactory 
you can get practically the same re- 
sults by using a high-tension battery 
system operating with one coil. In 
connection with this it is necessary to 
use heavy-duty spark plugs. The use 
of lighter pistons is also desirable. 

If it is possible to install Fordson tractor 
valves in a Model T engine, please tell me 


how much oversize they are and how much 
the stems will have to be cut down in length. 


Unfortunately, we do not have the di- 
mensions here. Be assured, however, 
that these valves can be installed and 
that when you have them installed you 
can see how much it will be necessary 
to cut them down in order to obtain 
the proper clearance. It will also be 
necessary to drill a hole through the 
stems for the valve spring key, as the 
Fordson valves are not so drilled. 

Can a speed camshaft be purchased in the 


market? That is, one on which the cams are 
already built up? And if so, where? 


As we previously mentioned, such a 
camshaft can be purchased. Manu- 
facturers of these camshafts will be 
listed in a separate letter. 

If alloy pistons are installed, will changes 
in the crankshaft be necessary to balance the 
engineP I believe not. 

You are correct that no changes will 
be needed in the engine. 


What is the present compression ratio of the 
Model T and how much could it be raised 
to operate satisfactorily on high grade gaso- 
line P 


The compression ratio of the last 
Model T car manufactured was 3.6 to 
1. You might be able to raise this to 
4% to 1, using the old style head, but 
you would be much better off if you 
purchased a special high turbulence 
head. The manufacturers who can 
supply you with the special camshaft 
can also take care of you on this spe- 
cial head. 


Air in the Water 


I have a Master Six Buick 1926 and have 
-considerable trouble with the radiator boil- 
ing, even in cool weather. I have had the 
radiator removed and thoroughly cleaned and 
also the water pump examined. I installed 
new spark plugs and high tension wires. I 
had the carbon cleaned and the valves ground 
and the tappets adjusted. The car _ runs 
perfectly and is in excellent shape. When 
starting from the garage in the morning with 
a cool engine and running for a mile or two 
at fairly high speed, the radiator will begin 
to boil rather suddenly even before the red 
rises all the way in the heat indicator. When 
feeling the radiator shell it does not seem to 
be excessively hot. If I hold a steady pace 
of 35 or 40 miles an hour for a mile or so it 
gets hot and seems to set up a slight vibra- 
tion. I will appreciate your advice very much. 
What shall I do?—E. M. Pelke, 3430 Crit- 
tenden Street, St. Louis, Mo. 


HE fact that you do not feel a 
great amount of heat on the radi- 
ator shell does not necessarily indicate 
that the radiator core is not hot, as 





there is a slight air space between the 
two. However, the failure of the red 
in the heat indicator to rise indicates 
that the boiling action within your 
radiator is due to something other than 
heat alone. It has been found in some 
of these cars that air is drawn in around 
the pump shaft. This air is forced 
into the circulating water and causes 
it to foam and bubble as though it were 
actually boiling. In addition to giving 
this the appearance of boiling, it also 
reduces the cooling ability of the water 
because the air in it is not so effectual 
a cooling agent as the water is. 

It will be necessary to examine your 
pump again and put it in good condi- 
tion, paying particular attention to, the 
condition of the shaft and to the pack- 
ing. It is possible to have this packing 
water-tight without being air-tight, 
and evidently that is the condition that 
now exists in your car. 


Victory Six Valve Service 


Will you tell me what special wrenches 
and tools are needed for grinding the valves 
on the Dodge Victory Six?—S. R. Brena- 
man, Lanark, III. 


UE to the accessibility of this 

engine, nothing of a special 
nature is required for grinding the 
valves. As will be seen in the illustra- 
tion, all of the cylinder head nuts are 
very accessible and any mechanic would 
have the necessary wrenches for re- 
moving the head. The same is true of 
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the valve cover door, which, as you see, 
is held by two nuts. The removal of 
the two doors give access to the valves, 
which can be removed with the aid of 
a conventional valve lifter. We assume, 
of course, that you have a valve re- 
facing tool and the necessary reseating 
reamers in order to do a first-class job 
of servicing these valves. This equip- 
ment, however, is essential on any valve 
service job and should not be considered 
as required for this particular car only. 





Small Exhaust Valve 


I recently tore down a 1928 Model car 
of popular make and found the exhaust valve 
much smaller than the intake valve. There 
is plenty of room for a larger valve. What 
is the advantage of a small exhaust valve 
when there is plenty of room for a much 


larger valve ?>—Cedric Mulford, Lebanon, Ohio. 


SMALLER exhaust valve is easier 
to cool and less likely to warp and 
burn or cause leakage than is a larger 
exhaust valve. There is no such prob- 
lem in connection with the intake valve 
as there is with the exhaust valve for 
the reason that the incoming charge 
cools the intake valve. 
This is probably the condition that 
influenced the design of the car in 
question. 





Curing Oil Pan Leaks 


I have been having considerable trouble 
with oil leaks in the front and rear of the 
oil pan on Chevrolet engines. This leak 
occurs where the pan fits around the main 
bearing caps. I have used cork and felt 
strips, also a combination of felt and cork 
using shellac as a_ sealing compound, and 
have also tried cup grease, but there is al- 
ways a leak at this place even though I exer- 
cise every precaution to get the gaskets in 
place properly. Any suggestions or remedy 
will be very 

Alexander, Graysville 
Tenn. 


much appre- 


Garage, 


you may offer 
ciated.—Earl 
Graysville, 


N the illustration we are showing 
a method which recently appeared 
in the Service Chevrolet News. This 
means of holding the gasket in place 
while installing the oil pan assures a 
tight finished job which will not leak 





As will be seen, three large tacks 
are placed through the felt so that the 
tacks are on the outside of the pan, 
and after the pan is in place the tacks 
are withdrawn. 


oil. 
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SHOP KINKS 
Yeas that have proved usefid 


it ie bring in a car with 
one or more burnt-out 
connecting rod _ bearings 
where no bearings are avail- 
able and no tow car is at 
hand, proceed as follows: 

Procure a piece of heavy 
leather, either sole or belt- 
ing leather, and cut off a 
piece the width and length 
of the burnt-out bearing, 
and after softening this 
leather with oil, fit it into 
the bearing cap and bolt the 
cap back into place. This 
makes an excellent bearing 
until a regular repair can 
be made. The leather must 
be heavy enough so as not 
to crawl out at the end of 
the crank pin.—D. L. Priest- 
ley, Martin, Tenn. 











Mechanics who are readers of 
Moror AGE are invited to submit 
ideas that they have found useful 
in doing some particular service 
job better or faster. For each 
idea published $2.00 will be paid. 
A rough sketch should accompany 
the description. Material unsuit- 
able for publication will not be 
returned unless postage is enclosed. 




















Thank You 


HE diagram, and explanatory in- 

formation, of the mushroom valve 
stem on the Model A Ford, in the Read- 
ers’ Clearing House of June 7, 1928, 
were published by courtesy of the Ford 
Dealer & Service Field. 


Clutch Sticks 


The clutch of a Dodge Victory Six sticks 
after it is warmed up. I would appreciate 
it very much if you could give me a little 
advice for overcoming this trouble.-—Edward 


Anderson, 464 S. Avon Ave., Phillips, Wis. 


HE clutch plate in this car is car- 

ried on three square pegs or pins 
and is so mounted that it seems impos- 
sible to us that the sticking could ac- 
tually be in the clutch. We believe that 
the trouble you are experiencing is due 
to sticking of the clutch pedal shaft in 
the housing. If lubrication with thin 
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oil or penetrating oil does not over- 
come this, it might be worth your while 
to lap the shaft in carefully with fine 
grinding compound. The parts then 
should, of course, be very thoroughly 
washed out with gasoline, and _ lubri- 
cated. 

There is another possibility that the 
clutch pedal is binding somewhere, such 
as on the floor boards, but we doubt if 
this latter is actually the thing that is 
causing the trouble. 





Removing Buick Pistons 


Please publish directions for taking out 
Buick 1927 pistons.—W. T. L. TenBroeck, 
Newburgh, N. Y. | 


EMOVE the torsion balancer which 

is held to the crankshaft by two 
nuts secured by cotter keys. The tor- 
sion balancer comes off as a unit. Then 
remove rods 1, 2, 3, 4, 5 in order, turn- 
ing the shaft carefully as the rod and 
piston is brought down. There is a 
little trick in connection with getting 
out No. 6. It is necessary to turn No. 
6 piston and rod slightly so that the 
rod can be brought over toward No. 5 
crankshaft throw. Then by carefully 
turning the shaft the piston and rod 
can be removed. 





Whippet Model 96 Clutch 
Adjustment 


Please show a diagram and give instructions 
on adjusting the clutch on an Overland- 
Whippet Model 96.—Chas. R. Macomber, 531 
Pontiac Ave., Cranston, R. I. 


HE clutch in this car is a regular 
Borg & Beck. The general in- 
structions applying to these clutches 
are the same. We are showing an illus- 
tration which will help to make clear 
the adjustment. In order to adjust, 
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release all holding screws indicated by 
arrows until the clutch cover will turn 
in the flywheel. Then turn the clutch 
cover about % in. in the direction op- 
posite to flywheel rotation, as indicated 
by the arrow on the clutch cover. Then 
tighten the holding screws. If you find 
that you have not taken up the clutch 
sufficiently, repeat the operation as out- 
lined. 
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HOW THE FACTORY CAN HELP THE DEALER 





business into his establishment which otherwise must 
go elsewhere. The employment of such a man will 
not only make the service department profitable, but 
will also build good-will, resulting in more new-car 
sales. 

Assist your dealers in putting their entire shop 
operations on a flat rate basis—not to the customer 
alone, but also to the mechanic—paying him a defi- 
nite amount for each operation.- Most manufacturers 
have and are recommending a flat rate repair system 
of some kind, so there is no need to discuss in detail 
at this time the many advantages of the flat rate, as 
it must be the consensus of opinion in view of the 
number of manufacturers publishing a -flat rate, that 
it is the best method of operation. 

The big problem which we, as service managers, 
have confronting us on the flat rate is to get all deal- 
ers operating on this basis and in discussing with 
dealers and their service men the advantages and 
benefits to be derived by all concerned by operating 
on the flat rate to both customer and mechanic, ex- 
pressions of approval are heard on all sides. But send 
those very same dealers a copy of your flat rate and 
leave it up to them to “ferret” it out and install it 
and the next time you call on these dealers, you will 
find the flat rate system on the shelf, covered with 
dust, and the shop still being operated on the time and 
material basis. | 

The excuse you will get as to why it is not put into 
use is that they do not understand it, or it involves 
too much clerical detail. These excuses, we know, 
are unfounded, as many of the flat rate systems pub- 
lished today are easily understood and do not increase 
the overhead expense, but reduce it. 

The real reason why the dealer has not adopted it 
is because he does not have the initiative to tackle 
the job himself. We must do it for him, or show him 
how to do it and stay with him long enough to see 
that the work of installing it is at least started. 

If you want to improve your dealers’ service and do 
it quickly, use all the means at your command toward 
getting your dealers operating on the flat rate one 
hundred per cent—both to customer and mechanic. 

There is only one other thought I wish to leave with 
you as to how the factory can improve the dealers’ 
service. From the time the first car was sold, extrav- 
agant claims have been made by salesmen as to the 
performance and long life of the particular car they 


(Continued from page 25) 





were selling, so that there crept into the repair of 
motor cars, in the minds of the owners, the question 
of free service. But very little has been done to date 
to get the owner to appreciate and understand his re- 
sponsibility as pertains to the car he purchases in so 
far as its operation is concerned. All motor cars re- 
gardless of make, require regular attention, and if 
properly taken care of will give the owners the serv- 
ice they should. 

Some companies have introduced and their dealers 
are using a definite workable maintenance plan which 
provides the means whereby the owner knows when 
certain things should be done. This plan establishes 
in the owner’s mind that he, as an owner, should pay 
for that part of the responsibility of operating the car 
which is his. 

Dealers operating on this plan, which is sold to the 
purchaser at the time of the car sale, find that the 
owner comes to the service station at regular mileage 
intervals with the expectation of paying the price for 
the operations to be performed at that particular mile- 
age period. This maintenance plan eliminates ex- 
travagant promises made by the car salesmen to pur- 
chasers because the salesmen must sell the plan. It 
fixes in the purchaser’s mind his responsibility and he 
assumes an entirely different attitude when calling 
at the service station. 

The dealer, in addition to being paid for those items 
which the owner has heretofore expected to get free 
of charge, keeps in touch with the owner, giving him 
an opportunity of getting all of the owners’ repair 
business. Owners operating their cars on this plan 
are satisfied owners, and as such they are the source 
of many new car sales. The habit of going to the 
service station at regular mileage intervals, when once 
established, continues to benefit the owner and the car 
throughout the period of ownership. Used-car values 
are increased, and, above all, losses are turned into 
profits for your dealers. 

There are, of course, many other things which can 
be done to help the dealer improve his service, such 
as proper tools and equipment, correct shop layout, 
routing and following up of repair orders, a well- 
balanced stock of spare parts, etc., but I have endeav- 
ored to call your attention only to those things from 
which, in my opinion, we will get the quickest results 
—not alone from owner satisfaction, but from the 
standpoint of increased profits for your dealers. 





Service Parts Marketing 
(Continued from page 31) 


ing as all other service stations in his trading area. 

In other words, he is afforded no protection for the 
wholesale business he may enjoy with competitive 
service stations. 

Furthermore, if the dealer feels that it is his pre- 
rogative to split up his sources of supply so as to ob- 
tain the greatest profit margin, I wonder how he 
would feel if the factory withdrew its most popular 
models and sold them through the retailer making 
the best offer so that the factory could enjoy the 
greatest profit margin. 

In closing let me again emphasize the necessity of 
keeping up the aggressive start which has been made. 


You are not only confronted with the competition 
within the automotive service parts industry, but 
also with the so-called “new” competition. The cus- 
tomer’s “service parts dollar” today is divided between 
his automobile, vacuum cleaner, washing and ironing 
machine, ete. In other words, the automobile owner 
today must decide whether he should buy a new cyl- 
inder head, or have it repaired, or if he should buy 
some new radio tubes. He doesn’t know whether to 
have the valves ground and carbon removed or get the 
player-piano tuned. 

I am sure if we take the time to size things up, 
think, plan, act and keep an even keel, we cannot help 
but succeed in getting as much, if not more, of the 
consumer’s “service parts dollar” than we are entitled 
to, from our competitors in and out of the automotive 
industry. 
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He Springs a Line We Fall For 
ERGUS, FALLS, MINN.—I am in- 
terested in articles on year-’round 

operating so that winter overhead 

leaves more of the summer’s profits.— 


M. G. Brimhall. 





Good News from Lynch 
ALEM, W. VA.—What I like most 
about Motor AGE is the up-to-date 
information—weekly.—D. L. Lynch. 





And It Was! 
LMIRA, N. Y.—Please do not 
worry, you know I would not pass 
up Motor AGE after reading it for the 
past 15 years, therefore, my check for 








renewal will be attached to this letter. 
—W. E. Teeter. 


An Egg Man Throws a Bad One 
at Salesmen 
seme TEX.—I have been 

reading Motor AGE regularly 
since 1914. I went into the hatchery 
business this year so will have to drop 
out of the Motor AGE family. I hate 
. to. It seems like losing an old-time 
friend. My heart is still with the auto 
game but am staying with hatchery 
business because I can make twice as 
much money with a hatchery. If auto- 
mobile business would pick up in these 
parts, I would like to get back in. I 
guess I read Motor AGE with more in- 
terest than many still in the game. My 
friends are always asking me about 
different cars and their specifications. 
They know I have subscribed to Motor 
AGE for a long time and keep well 
posted on the auto industry. I bought 











copies on the news-stands six years be- 
fore subscribing to Motor AGE. It is 
appalling the ignorance of the majority 
of salesmen on the specifications of 
their cars and the different manufac- 
turing processes involved in making his 
car a superior product. But thanks to 
Motor AGE I learned to judge a car 
like a veteran hoss-trader would judge 





ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Moror AGE or 
reads it over your shoulder. 











a good horse. I asked a new salesman 
here if his car had the Hotchkiss drive 
and he didn’t know what I was talking 
about. I would like to stay on in the 
Motor AGE family, but use your own 
discretion in the matter. Your friend. 
—S. S. Bryant. 





He Prefers the “Ask Us Another” 
Section 

INCINNATI, OHIO—The An- 

swers and Questions Department 

of MoTor AGE is of the most interest 
to me.—Ed Bunselmeier. 





The Best of Friends Must Part 
RINCETON, IND.—If we engage 
in the auto business again we will 

be readers of Motor AGE. We have 

read Motor AGE for ONLY 25 years.— 

W. A. Mossman & Son. 
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The Standard by Which He 
Judges Others 
SH FLAT, ARK.—Enclosed find 
check for one year’s subscription 
to Automobile Trade Journal. If it is 
as good as Motor AGE, I know I will 
like it—C. R. Katrosch. 





A Prop for Beam to Lean On 
ELLEVIEW, MICH.—I have found 
the MotTor AGE a great help to 
me in my shop work.—La Verne H. 
Beam. 


The Purrs and Pings Get Pinged 
ANTA BARBARA, CALIF.—Have 
you a great friendship with Mr. 
Cleary? If so, try to prevail on him 
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to cut out those asinine Pings and 
Purrs.—H. B. Dougherty. 





Issue by Issue We Get Gooder 
and Better 
RTH, N. B., CANADA—We have 
been getting Motor AGE for a good 
many years, and I wish to say that 
each issue is getting better, with more 
good information for the man in the 
motor business. We could not get along 
without it in our business.—Armstrong 
Garage. 





Likes the Fixin’s 
ARIS, TEX.—We find the repair 
department the most interesting 
feature of MoTOoR AGE.—Ozark Auto & 
Supply Co. 


So They Renewed 
TLANTA, GA.—We could not be 
without Motor AGrE.—Braswell’s 
Garage. 
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i) A) 
~ t 
ao at e|: 45 ‘Standard or ei elf 33 Standard or a - : Standard 
| = ‘eo ; ment . ° Equipment , ° 
Medel “ o i eee Medel aos as Medel ay 
Important Changes in || capniac«sa nemanr 
Specifications and Price 2-4. Rowdater. . .|$3350] 2 SS $595 
. . 5p. Phaeton... ... 3450) 4 2|/3155|aghmnrux ...Coupe........] 595 
Tables since last issue: >. Sp. Phaeton. .| 3950) 4 2|3140|aghmorx 5p. Sedan........| 595 
. - 4/3275|aghmortx 5p. Sedan........ 695 
7p. Touring...... 4/4630 coe 5p. Town Sedan. .| 1695) 4/3280|aghjmnrux 2-4p. Conv. Cab..}.....}.-|.... ahr 
2-4p. Coupe... ... 3295} 2/4820\aeghlmnprx || 2-4p.Con’t Coupe.) 1745) 2/3135 
2-4p. Conv. Coupe; 3495} 2|4665/aeghimnprx |} 5p. Crown —. 1795| 4|3270|aghmortx “55” 
5p. Coupe. ...... 3495| 2|4760\aeghimnprtx |] 7p. Town Cab....| 3595) 4/3485 2p. Coupe........ 795) . .}2235jah 
as 5p. Sedan........ 3595; 4/4880\aeghImnprtx : , 5p. Sedan... ..... 795 ah 
5p. Town Sedan. .| 3395| 4|4875|aeghilmnprux Imp. “80” 5p. Brougham. 895 ab 
. 10. : _~ sanes oes ‘ 4965 seghimnprts 2-4p. Roadster. 2705 3 3870 seghimarws a 
; p. imp. Sedan... 4925\aeghimnprtx |] 5p. iia cees aeghimorx . 
Specifications and 7p. Imp. Sedan... .| 3805] 4/5025|aeghimnprtx || 7p. Sedan... 3075| 4|4250\aeghimarz || 5p. Touring... 798| 4|2217|aghmo 
B d od | 5p. Imperial Cab.| 3745) 4/4925|aeghimnprtx || 5p. Town Sedan. .| 2995) 4/4140)aeghimnrx 2-4p. Sp. Rdster..} 1025 300) Beghkma 
Oo y M eis 7p. Imperial Cab.| 3895) 4|5025|neghlmnprtx || 7p. Sedan Lim...| 3495) 4/4285/aeghimarx 2-4p. Collap Cab.| 1045 420\aghmn 
2-4p. Coupe...... 975) 2|2305|aghmn 
“Fleetwood” 5p. Sedan........ 975) 2/2425|aghma 
5p. Sedan........ 4095) 4|4995|aeghImnprtx || CUNNINGHAM 5p. Sedan........ 1075 565jaghmn 
5p. Sedan Cab. 4095| 4/4995|aeghimnprtx “V.7” 5p. Brougham....| 1175 Beg 
° 7p. Sedan........ 195; 4/5080\aeghimnprtx || 7p. Touring... ... $6650) 4/4600) Ceghjkimap 
1erce- rrow 7p. Sedan Cab...| 4195) 4/5080/aeghlmnprtx rex — 
5p. Imperial. .... 4245) 4|5035|aeghimnprtx |} 4p. Sp. Touring. .| 6150) 4/4500 ~~ ges 5p. Sedan........ 1385 aghmn 
é6 99 5p. Imperial Cab.| 4245) 4/5035|aeghimnprtx 5p. Brougham....| 1550 Beghkma 
7p. Imperial. ....| 4445) 4/5135jaeghlmnprtx j] 4p. Coupe....... 7600} 2)}4700 Coghielmnp 
7p. Imperial Cab.| 4445) 4/5135/aeghimnprtx 
...TownCabCon.| 5000) 4)... .|aegnimnprtx |] 6p. Limousine....| 8100} 4/5000 Cegnikimap ELCAR 
French O ...TownCabCon.| 5500) 4)... ./aeghlmnprtx “*6-70” 
pera ...LimBro’mCon} 5500) 4)... .|aeghimnprtz to. —— bees 
p. Touring.... 
Brougham DAVIS “99” 5p. Brougham... . 
4p. Polo Rdster. .|$1795| 2|3095|aeghmar 5p. Sedan........ 
CHANDLER Sp Touring... .... 1795] 4|3125\aeghimars 
“Big Six” p. Coupe. ...... 1865| 2/3145/aeghmor “8.78” Std. 
Touring...... 1725} 4|3360|ahjlmnw 2 Emp. Sedan..| 1885] 4/3275jaeghmnort |] 2-4p. Roadster. . . 
5p. Met. Sedan...| 1525) 4 abmnt 5p. Touring...... 
—= 4p. Coupe....... 1725) 2/3535|ahmnot 2-4p. Coupe... ... 
——= i 3p. Ctry. Club. ..| 1725) 2/3535\ahmnot p. Sedan........ 
Passengers 2. 7p. Sedan........ 1925] 4/3895|ahmnopt DIANA “‘St. 8” 
onl MS o|/2)as| Standard bp. Royal Sedan..| 1725} 4/3800/ahmnoptz 5p. Phaeton... .. -|$1695; 4/3100)agmn “8.78 Royal” 
Medel Ox 3 -2°S| Equipment |] 3-5p Cabriolet...| 1825) 2|3450/ahmnp Bp. Roy. Roadster| 1795| 2/2995|agmnw 4p. Roadster... .. 
ae jue 5p. P.B. Rdstr...| 1895) 2/2995|Bgmaw 5p. Touring... ... 
“Spec. 6” 5p. Cab. Rdstr...} 1995) 2/3160|aghmn 4p. Coupe....... 
5p. Touring...... 995) 4/2575/ahn 5p. Collap. Rdetr. 2195| 2/3160\aghmar 5p. Sedan........ 
ny 5p. Sedan........ 995; 4/2810\ahn bp. = in... ai : a ee 
Sedan. . imno “*8-82” 
2-4p. Roadster. . ./$1195) 3/2980) aeghmnrw “Spec. In. 6” . 5-7p. Touring. .:. 
bp. Touring...... 1195} 4/3070)aeghmarw 5p Touring. ..... 1085| 4/2575jahn 2-4p. Roadster. .. 
4p. Cabriolet... .. 1395} 2/3125) aeghmaru 3-5p. an ARNG .| 1155] 2/2470\ahnw DODGE BROS. 4p. Coupe....... 
p. Sp. Sedan....} 1295] 4/3300 aeghimoru 5p. “Sp Touring. .| 1165] 4/2730jahnw “Std. 6” 5p. Std. Sedan... 
bp. Sedan........ 1395] 4/3300) aeghjmaru 3-5p. Cabriolet. ..| 1215] 2/2705iahn 2-4p. Conv’t Cab.| $945} 2]....|Bhr 5p. Prin. Sedan... 
_— 3p. Coupe....... 1055} 2/2675jahn 2p. Coupe....... 875] 2)... .Jahr 
88 . Sedan........ 1 4/2830/ahn 5p. Sedan. 895) 4)... .\abr “8-91” 
2-4p. Roadster...| 1495) 3/3265|aeghmarw 5p. DeL. Sedan...| 1155] 4/2830/ahjlat 5p. Sedan DeL...| 970] 4]... .|aehrt 2-4p. Roadster. . . 
2p. Speedster. ...{ 1695) 2/3245jaeghmnrw {i 3-5p. Coupe...... 1155] 2/2735/abn 5p. Sp. Sed. DeL.| § |..|....|Behkrt Coupe. ...... 
bp. Touring...... 1495] 4/3380|aeghmorw 5p. Prin. Bro’m 
4p Cabriolet... .. 1695} 2/3410) aeghmnru “Roy. St. 8” “Victory 6” 
bp. Phaeton Sed..| 1895} 4/3600|aeghmor 7p. 9 eee 1995] 413655|ahjlmapwx jj 5p. Touring...... 995]..]....|aghnr 5p. Prin. Sedan... 
bp. Sp. Sedan....} 1595) 4/3590/aeghimnru |] 4p. Coupe....... 1995| 2|3640\ahmnoptx {| 5p. Sp. Touring..| § |..|....|Beghjknr 
bp. Sedan........ 1695) 4/3590)aeghjmaru 4p. Cay. | Club. ..| 1995} 2|3640/ahmnopx 4p. Sp. Roadster.}| § |..].... Beshyknr **120” 
iii 5p. Sedan....... 1995} 4/3900/ahmnoptx 2p. Coupe. ...... 1045; 2)... ./aghnr 5-7p. Tauring.. .. 
115 7p. Sedan....... 2195} 4/3950\ahmnoptx 4p. Coupe DeL...| 1170) 2}... .|/Beghjnrt 5p. Std. Sedan. ..| 2565 
2-4p. oh .-| 1995) 3/3655|aeghmorw ~— Cabriolet. | 2095) 2/3600\ahmnpx 5p. Sedan........ 1095; 4)... ./aghnr 7p. Std. Sedan... 
2p. Speedster. ...] 2195} 2/3590|aeghmor p DeL. Sedan | 2195) 4/4005|Bhilmnoptx {| 4p. Brougham....| 1095) 2)... .jaghjar | 
5p. Touring......]..... 4)... .Jaeghmorw 4p. DeL. Bro’m. .| 1170} 2)....|Beghjart 
7p. Touring...... ---- ] 4]... .Jaeghmarw 5p. DeL. Sedan...| 1170) 4)... .| aeghnrt ERSKINE SIX 
2-4p. Cabriolet..../ 2195) 2|3880/Beghjmaru 5p’ Sp. Sedan... .| 1295}..].... Beghjknrt “51” 
5p. Phaeton Sed. .} 2395} 4/3990/aeghmar CHEVROLET “Senior” 4p Spt. Rdstr....| $965 
bp. Sp. Sedan... .] 2095} 4/3995jaeghimnpru |] 2p. Roadster... .. $495] 2|2030\dr 4p. Cab. Rdstr...| 1595] 2|3353|Beghmarx _{j 2p. Cabriolet... .. 
$p. ane 2195} 4/3995jaeghjmnpru |! 5p. Touring...... 495; 4/2090/dr 4p. Sport Cab. 1720} 2|....|/Beghjkmnrx |] 5p. Club Sedan... 
DP Ui ccosccdincens 4|....Jaeghjmnpru |] 5p. Coach....... 585; 2/2360/dhr 2p. Coupe....... 1495| 2 0° fe 5p. Sedan........ 
2p. Coupe....... 595) . .|2235 5p. Sedan........ 1595) 4/3421 ~—— 2p. Coupe Royal. 
5p. Sedan........ 675) 4/2435\dhru 4p. Coupe. ...... 1570| 2|3315|aeghmnortx 4p. Coupe Royal. 
=. zip Con.Sp.Cab.} 695] 2)2270/dbr_ Sp. Sp. Sed. Del..| 1770}. .|3643/Beghikmartx }{ Sp. Sedan, Royal. 
p. Imperial..... 2405 . Coupe.... ..|...-|Beghjkmnrx 
4p. DeL. Rastr.. ./$1195) 2/2090jaghmnr - . Sp. Seame., . : ..|...-|Beghjkmar 
bp. Touring DeL..} 1225) 413040 aghmor tx ESSEX 
4p, Coupe...... 1195} 2/3110/aghmaor “Super Sis” 
bp. 2d. Sedan. ...] 1195) 2)3215|aghmor CHRYSLER “52” 5p. Phaeton...... 
bp. 4d. Sedan... -| 1295] 4/3300|aghmor 5p. Touring...... 5} 4/2110|ahr du PONT “E” 2-4p. Roadster. . . 
4p. Ctry. Club. . .-| 1275} 4/3190jaghmnr 2-4p. Roadster...| 670) 2/2080\ahr 4p. Roadster... .. $2800} .|3700/afghkmnprx |] 2-4p. Coupe...... 
bp. Town Bro’m..| 1375) 4/3305 2p. Club Coupe. .| 670) 2/2180/abr 5p. meg wigs 2800} 4/3850\afghikmnprx |} 5p. Coach....... 
annen p. Sedan........ 670) 2)/2300)ahr 4p. Coupe. ...... 3200) . .|3850;afghkmnprtx |} 5p. Sedan........ 
120 p. Sedan........ 720| 4/2365\abr yo Conv’ t Coupe.| 3400) 2/3800|afghkmnprtx 
i Coupe....... 1465) 2 aghmnr 2-4p. DeL. Coupe| 720) 2/2240\ahr 5p. Sedan........ 3400} . .|4100, afghkmnprtx 
p. 4d. <p -| 1495] 4/3870|aghmnr 5p. DeL. Sedan...| 790) 4/2365\abr 5p. Con. Sedan...| 3750) 4/4100/B one 
bp. Town Bro’m | 1575|..].... aghmor FALCON- 
“nog” . al ; mo a KNIGHT 
p. Touring...... 1095; 4/2740 .Phaeton...... 3950 " 
8-4p. Sp. Rdster..} 1495] 2/3655/aghmnr 2-4p. Roadster. ..| 1075) 2/2705/aegharw .Sp. Phaeton. oe 4p. Roadster... .. 
ép. Sp. Touring. .| 1525] 4/3735|aghmar 2p. Bus Coupe. . .} 1085] 2|2780! ag ~~ ~oegt 4050|..|.... 5p. Touring...... 
p. Coupe. ...... 1850} 2 aghmnor 5p. Sedan........ 1095} 2 2855|aghnr 5p. Limousine....| 4265)..).... 4p. G. ¥ 
4p. Ctry. Club 1765} 2 5p. Sedan........ 1175| 4/2905 aghor 7p. Sedan........ 4265 2-4p. Coupe...... 
ro. 1925] 4 aghmor 2-4p. Coupe... ... 1145) 2/2855\aghnr 7p. Limousine....| 4475)..|.... 5p. Sedan........ 
D. Sedan........ 1995) 4 5p. Land. Sedan..| 1235) 4/2940\aghaor ...Conv’t Sedan.| 4775)..|.... 5p. Sedan........ 
KEY TO SYMBOLS: 
A—Wood wheels with spare D—Disk wheels with spare. *~—Trunk and trunk rack. e—Car heater. Vv sets 
a whoa with ¢— Dik w thesis j— Trunk rack, no trunk. p—Cigar lighter. - wings 
heels spare. e—Fron rear bumpers. —Spare tire: r—Rear traffic signal. 
b— Wire wheels. f—Front bumper. tire lock. i 


s—Spotlight. °*—_Overall length 
C—Optional wheels with ¢—Shock absorbers or snubbers m—Engine heat indicator. t—Vanity and smoking set $—Prices on applieatioa. 
e—Type of wheels Automatic windshield wiper gasoline u—Smoking set 
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Medd = [Ea ialae| mi Steer Model a (ajae| Medel = a ldjae| 
FORD “A” HUPMOBILE LA SALLE McFARLAN 
2-4p. Roadster. ../$ 385] 2)... .|/Bghnr ““Centary 6” 125” W.B. “Str. 8” 
5p. Phaeton...... 395) 4)....|/Bghnr 5p Phaeton $1425). .|2880jaghnr 2-4p. Roadster. . ./$2485|) 2/3755 aeghImnprx 131” W.B 
2p. Coupe....... 495} 2)... .|Bghne 2-4p. Sportster. ..| 1435] 2/2880jaghnr 5p. Phaeton...... 2485; 4:3770|aeghimnprx |}2p. Roadster... .. $3050} 2/3400\afghlmnprx 
5p. Tudor Sedan..| 495) 2)....|/Bghnr 7p. Phaeton... ... 1455} 4/2950jaghnr 5p. Sp. Phaeton. .} 2975) 4/4170)Beghjkmnp |/5p. Touring...... 650} 4/3400\afghimnprx 
2-4p. Spt. Coupe. 2}... .|/Bghar 5p. Sedan 2d..... 1345} 2/2975jaghnr rsx 7p. Touring. .....| 2750} 4|3450/afghimnprx 
5p. Fordor Sedan | 625] 4}....|Bghnr 4p. Coupe....... 1385} 2/2930jaghnr 2p. Bus. Coupe...| 2350). .|/3930jaeghlmnprtx |/4p. Sp. Phaeton. .| 3180] 4/3200jafghimnprx 
5p. Sedan........ 1395} 4/3040jaghnr 5p. Family Sedan.| 2350}. .|4090/aeghlmnprtx |/3p. Town Coupe..| 3180] 2/3650jafghimnprx 
Op. Cabriolet. . 1435]. .1.... 2-4p. Coupe... ... 2450} 2|3965jaeghlmnprx {/5p. Sedan........ 180} 4/3650jafghimnprx 
FRANKLIN 2-4p. Cabriolet . .| 1475]. .|2965 aghnr ||2-4p. Conv. Cpe..| 2550} 2/3890/aeghlmnprx |j5p. Brougham... 3180) 4|3650jafghlmnprx 
“‘Series 12” ‘Century 125-8” 4p. Victoria...... 2550] 2/3985|aeghlmnprvx |/7p. Town Car....| 4600] 4/3750jafghimnprx 
119” W.B. 5p. Touring...... 1795) 4/3300jaghnvx 5p. Town Sedan. .| 2495] 4/4065|aeghlmnprx 136” W.B. 
3p. Coune...... 1$2625]. .|3390]aeghkInprx j/7p. Touring...... 1895} 4/3360)aghnvx 5p. Sedan........ 2495| 4/4090/aeghlmnprtx {}7p. err 680} 4/4000/afghimnprx 
4-5p. Vic. Bro’m..{ 2760]. .|3470jaeghiklnprx |/2-4p. Roadster. ..| 1895] 2/3355jaghnvx 5p. Town Cab... .| 4500) 4].... 7p. Sub. Sedan 3780} 4/4000jafghimnprx 
Bp. Sedan........ 2790} . .|3500/aeghkInprtx [/5p. Brougham....| 2095} 2/3515/aghnvx 5p. Trans. Cab...| 4700) 4].. 
5p. Ox. in ..| 2815]. .[3500jaeghkInprtx |/2-4p. Coupe...... 2195) 2/3465)aghnvx “TV6” 
5p. Spt. Sedan. ..} 2910). .|/3550jaeghiklnprx ||5p. Sedan........ 2195} 4/3545jaghnvx 134” W.B. 2p. Roadster..... 5800] 2/4300/afghlm nprx 
3-5p. Con’vt Cpe.| 2925]. .[/3450j/aeghkinprx {|5p. Victoria...... 2195} 2/3525/aghnvx 7p. Family Sedan.| 2575). . 245 jacghinaprtx 5p. Spt. Tour 5600] 4/4700jafghlmnprx 
128” W.B. 7p. Sedan........ 2345) 4/3360]aghnvx 5p. Coupe....... 2625)..|....jaeghlmnprtx |/7p. Touring...... 5700} 4/4700jafghimnprx 
2-4p. Sp. Runab’t | 2975]. .|3390j/aeghkinprx _‘{{7p. Sedan Lim. 2520] 4/3360jaghnvx 5p. Cab. Sedan 2675|..|..../aeghlmnprtx |/5p. Sedan........ 6720} 4/5200jafghimnorx 
5p. Sp. Touring. .| 2975]. .]3450jaeghkinprx “‘Century gs” 7p. Sedan.. 2775| 414345 aeghimnprtx ||7p. Sedan........ 6720) 4|5200jafghimnorx 
7p. Touring...... 3060}. ./3540jaeghkInprx {|5p. Phaeton...... 1905} . ./3315{aghmnv 5p. Imp. Sedan...| 2775] 414315 aeghlmnprtx ||7p. Sedan........ 6920} 4/5200jafghimnprx 
7p. Sedan........ 2980). .13700jaeghkInprtx {|2-4p. Sportster. ..| 1915]. .13350j/aghmnv 7p. Imp. Sedan...| 2875} 4/4570jaeghlmnprtx }|7p. Town Car....} 9000] 4/5200jafghimnprz 
7p. Ox. Sedan....] 3915]..]3700jaeghkinprtx ||7p. Phaeton... ... 1935] . .|3355|aghmnv 
7p. Limousine....} 3080]..|3780jaeghkinprtx [{5p. Sedan 2d.....| 1825] 2/3385laghmnv 
4p. Coupe....... 1865} . ./3375jaghmnv 
5p. Sedan 4d. ...] 1875] 413455/aghmnv 
GARDNER 2-4p. Cabriolet. ..| 1955). .13345laghmny 
eé t ” 
4p. Roadster.... $1195} 2}2995!afhmaor MARMON 
5p. Sp. Coupe. ..]| 1295, 2/3290jafhjmnr LINCOLN **68” 
4p. Vic. Coupe ..} 1295{ 2/3290/afhjmnr JORDAN | “3” 2p. Roadster. .... 1$1495} 2(2700jahmnrw 
5p. Club Sedan ..} 1390] 4/3265/afhmar “C ois C'ty 6” 2p. Spt. Rdster.. ./$4600] 2/4930)aegkinprx 5p. Sedan........ 1395} 4]2897/ahmaort 
bp. Std. Sedan. ..} 1495] 4/3330jafhmnr 4p. Blue Boy... . .|$1495| 4]2800|Bceghkmnrx ||2-4p. Club Raste.| 4600 {5010 aeghkInprx |{/4p. Vie. Coupe. 1450} 2/2867/abimnrt 
**75 DeL” 4p. Spt. Salon....| 1295] 2]2775|aghjmnrx 7p. Spt. Touring..| 4600} 4/4940/aegklnprx 2p Coupe....... 1395} <{2827jahmort 
4p. Roadster. ...] 1295] 2}2995jaeghmnr 2-4p. Tomboy....}| 1395] 2}2650jaghmnrx 4p. Spt. Phaeton..| 4600} 4/4910) begjklnprwx ——" 
5-p. Sp. Coupe...] 1335] 2/3290|aeghjmnr 5p. Sedan........ 1395] 4/2775|aghmortx 4p. Coupe. . 4600} 2/4805jaegkInprx 2-4p. Roadster....| 1895] 2|3007/animnprwr 
4p. Vic. Coupe ..] 1395] 2/3290jaeghjmnr “se 4p. Sedan........ 4800} 4/4930laegiklnprx 4p. Speedster... ..] 1965} 4/3052jahlmnorwx 
5p. Club Sedan...]} 1490} 4]3265jaeghmar 4p. Playboy... ... 1845] 2}2915|aghmnrx Sp. Sedan........ 4800] 4/5010jaegkInprtx {|2-4p. Collap. Cpe.| 1995] 2/2987jahlmnprx 
5p. DeL. Sedan 1595} 4/3400jaeghmnr 2-4p. Sp. Coupe. .| 1895] 2/3070/aghmnorx 2p. Coupe. ...... 5000) . . /4720|aeghkinprx 2-4p. Coupe......] 1895} 2/3097/ahlmoprx 
**g5” 5p. Cus. Sedan...| 1895] 4/3200)aghmnortx 7p. Sedan........ 5000! 4/5050/aegkInprtx 4p. Vic. Coupe. ..} 1995] 2}/3066)ahilmnprx 
4p. Roadster ....]| 1695} 2/3040/aeghmnr 4p. Cus. Vict.....} 1895] 2}3200jaghilmnrtx 7p. Limousine. . 5200) 4)5165|aegkInprtx 5p. Sedan.. 895) 4/3104!ahimnprtx 
5p. Brougham....}| 1875] 4/3360laeghjmnr “JE” 4p. Berline....... 5500}. ./5115|aeghklnprx 
5p. Sedan........ 1895] 4/3380]aeghmaor 4p. Collap. Coupe} 1995] 2/3185jaghmnrx 7p. Limousine... .| 6000]. . 5380|aeghkInprx “*E-75” 
...Cus. Coupe 2095} . ./3350}aeghmnr 4p. Perm. Coupe..| 1995] 2/3185jaghmnrx 7p. Brougham....} 6500}. .|5025jaeghklnprx ||2p. Speedster.....| 3485] 2/425ljaeghInprx 
——" 5p. Victoria......} 1995} 2)/3275jaghimortx 6p. Ber. Landau..| 6500). .}5140jaeghkInprx 4p. Speedster... ..] 3485]. 2/4256!aeghInprx 
2-4p. Roadster. ..| 2095]. ./3440|aeghmnprx /|/5p. Sedan........ 1995} 4/3300|aghmortx 7p. Cabriolet... ..| 6600]. .}5160{aeghklnprx 5p. Phaeton......] 3485] 4/4017/aeghInprx 
2-4p. Collap. Cpe.| 2495}. .{3625)aeghmnprx 7p. Le Baron Cab} 7000}. .|5200jaeghkinprx 7p. Tour. Speed. .| 3565} 4/4480jaeghilnprws 
5p. Brougham....| 2275] 4/3750j|aeghimnprx 7p. Holbrook Cab.} 7200]. .|5280jaeghkloprx |/2p. Coupe Rdstr..| 3565] 2/4374!aeghinprx 
6p. Sedan........ 2295) 4 3790| aeghmnprx KISSEL 7p. Collap. Cab. .| 7300). .{5140jaeghkinprx {/5p. Town Coupe..| 3195] 2/4452)aeghinprx 
**6-70” 2p. Coupe....... 3485} 2/4373/aeghinprtx 
GRAHAM- 4p. Cpe. Roadster|$1595] . ./2920/ahmr 4p. Victoria...... 3485] 2/4346 aeghinprtx 
5p. Bro’m Sedan..| 1495} 4/2915|ahmr 5p. Brougham 3565) 4 4525|aeghilnprtx 
“610” 5p. Victoria...... 1595}. .|2990 5p. Sedan........ 3565] 4/4498‘aeghlinprtx 
2p. Coupe....... $860) 2]... .jacghmor 5p. Sedan........ 1595} 4|3005 7p. Sedan........ 3640} 4/4620!aeghInprtx 
5p. Sedan ....... 875) 4)... .facghmar **8.80” || LOCOMOBILE 5p. Cus. Sedan. ..} 3960} 4/4515/aeghinprtx 
“614” 125” W.B “*8-70” 7p. Cus. Sedan. ..] 4075} 4|4678\aeghtnprtx 
4p. Coupe error 1275} 2)... .Jacghmar 5p. Phaeton...... 1885} 4|/3240}ahmor 5p. Brougham. . . .{$2100} 4|3525j/afghkmnorx 7p. Cus. Limou...| 4175} 4/4718 ‘aegbinprtx 
5p. Sedan. ...... 1295] 4]... .Jacghmnr 4p. Speedster 2095) 2/3155|ahmnr 5p. Sedan........ 2100; 4/3575\afghkmorx 
4p. Cp. Rdstr 2095] 2/3343)ahmaor 4p. Vic. ae. 2100} 2}3600'afghkmorx 
“619” 5p. Spec. Bro’m..} 1995) 2/3345/ahmor 
4p. Coupe ....... 1575} 2}....Jaceghmnrtx {{5p. Bro’m Sedan..| 2095] 4/3400/ahmnr **§-80” MOON ‘‘6-60” 
5p. Sedan ....... 1595) 4/....Jaceghmnrtx |/5p. Conv. Bro’m..} 2495]. .|3518)ahmnr 4p. Spt. pen 3300] . .13972|aeghiklmnprx, 5p. Phaeton... ... $595] 4/2340/an 
rive 132” W.B. 4p. Coupe....... 2975| 2}3820)aeghkImnprta||/3 5p. Roy. Rdstr.| 1095} 2/2330 anw 
629 7p. Touring...... 1985} 4/3360)ahmnr 4p. Collap, Coupe] 3000) 2/3780jaeghklmuprtx}|3-5p. Roy. Cab...] 1295] 2)2575; (an, 
Bp. Sedan ....... 1985} 4]....|Dceghjlmnp |{/4p. Tourster..... 2095] 4/3155|ahmnr 5p. Sedan........ 2850} 4/3950/aeghkimnprtx||5p. Coach....... 995) 2 2420. an 
rtx 5p. — Sedan..| 2295) 4/3455jahmnr 5p. Brougham. . 2900} 4|3990|aeghkImnprtx||5p. Roy. Sedan...] 1195] 2/2520 ahin 
5p. Town Sedan. | 2085] 4]....)/Dceghjlmnp |{|7p. Sedan........ 2495) . ./3630)ahmor 7p. Sedan........ 3350} 4/4140;aeghkimnprtx]|5p. Roy. Sedan...| 1295] 4)2605/ahao 
rtx “8. 30S” 7p. Sub. Sedan...] 3500) 4/4280)aeghklmnprtx 
7p. Sedan ....... 2110} 4)....)Dceghjlmnp |/4p. Coupe Rdstr..| 1995} . ./3350 6p. Cabriolet.....| 6950!..}.... “Series A” 
rtx 5p. Brougham....} 1895} 4/3250 p. Touring...... 1195) 4/2560 do 
3-4. Cabriolet. ...] 2185] 2}... le 5p. Sedan........ 1995} 4/3350 **48” 5p. Roy. Rdster..| 1395} 2'2600 daw 
24v. Coupe. ....] 2185] 2]... .Je 4p. Victoria...... 1995) . ./3320 4p. Sportif...... § | 4/5030)afghikirsx 5p. Collap. Cab. .| 1795) 2. 2720) 
"833" “8-90” 4p. Roadster. .... § | 2)... .Jafghiklrs 5p. Sedan DeL...} 1395] 2'2710 dno 
5p. Sedan........] 2285] 4]... .{Deeghjlmnp 131” W.B. 7p. Touring...... § 4)5330/afghkirsx 5p. Sedan DeL...} 1545 4'2860 dno 
rtx 5p. Phaeton... ... 2185} 4/3220/ahmnr 7p. Tour Lim....] § | 4|5640\afghkirstx 
5p. Town Sedan. .| 2385) 4]....]/Dceghjlmnp |/4p. Speedster... ..]| 2395] 2|3360|ahmnr 6p. Brougham....}| § | 4/5464/afghkirstx **6-72" 
; rtx 4p. Cpe. Rdstr...| 2395) 2/3578)ahmar 5p. Vie. Sedan....} § | 4/5600jafehkirstx 2-4p. Roy. Rdstr.| 1395} 2/2630 aghmn 
7p. Sedan.... 2410) 4}....]Dceghjlmnp {|5p. Spec. Bro’m. .| 2295) 2/3671l/ahmnr 7p. Lim. Enc. Dr.}| § | 4/5868/afghkirstx 5p. RovCabRdstr} 1445] 2:2815 aghmn 
rtx 5p. Bro’m Sedan..| 2395) 4/3760j;ahmar 7p. Cabriolet.....] § | 415624lafghkirstx 5p. Royal Sedan..| 1445 2' 3050 aghima 
2-4p. Cabriolet...{ 2485} 2]....|Deceghjlmnp |/5p. were 2795) . .|3863)ahmnr 5p. Royal Sedan..]| 1545) 4 3080 aghma 
rtx 139” W.B. —— 
2-4p. Coupe...... 2485) 2]....)/Dceghjlmup |/7p. Touring...... 2285] 4/3630)ahmnr 4p. Sportif....... 5900} 4/4475 papronnge **8-80”" 
rtx 5p. Bro’m Sedan..| 2595] 4/3755jahmnr 2-4p. Roadster. ..| 2095]. .}....1B 
HUDSON ; 7p. Sedan........ 2795} 4/3975jahmnr 4p. Roadster.... | 5900} 2/4370 seghklmape 5p. C.C. Sedan. ..| 2195} 4 3500 chmnr 
118” W.B. 5p. Sedan........ 2195} 4.3500 chmar 
2-4p. Roadster... .}$1295} 213355!ahmnr “White Eagle” 7p. Touring...... 6000) . | &. ee 
2-4p. Coupe...... | 1295} 2|3525|ahmncu 132” W.B. tx 
Bp. Coach....... 1250| 2/3575|ahmnoru 4p. DeL. Spdstr. | 3275]. .|4020|beghx 5p. Vic. Sedan... .| 7300] 4]4842|afghimprtx 
Sp. Sedan........ 1325] 4/3645/ahmuru 4p. Coupe Rdstr ,} 3185}. .|4100]beghx 7p. Suburban. . 7500} 4 ag = 200 NASH 
127” W.B.... 5p. DeL. Victo-ia.| 3185]. .|4100}beghx 4p. Vic. Sedan.. 7450} . . .Jaeghklmnpr “Std. 6” 
7p. Phaeton. ....] 1650] 4/3630 139’ W.B. tx 2p. Coupe....... $885] 2]... .Jaeghmnrs 
5p. Landau Sed...} 1650} 4/3805\aghmnru 4p DeL. Tourster| 3275]. |4000}beghx 7p. Town Bro’m..| 7500] 4|4615|afghmprtx yp. Sedan... .. 885) 2)... .Jaeghmnrx 
5p. Std. Sedan. ..| 1450) 4/3750/aghmnru 5p. DeL. Bro’m. .| 3275;. .|4860] beghx 7p. Cabriolet. . . 7900} 4/4615|afghmprtx -4p. Collap. ‘Cab.| 955} 2)... ./aeghmnrx 
4p. Victoria...... 1650} 2/3710)/aghmaoru 7p. DeL. Sedan. .} 3785]. .}4400|beghivx _.Collap. Cab. 7750). .|....Jaeghklmnpr = {}5p. Sedan.. _.| 955) 4)... .jaeghmnrx 
7p. Sedan........ 1950) 4/3945/aghmaru 7p. Ber Sed DeL.| 3885) . ./4350) beghivx tx yp. Land. Sedan..| 995} 4]. 
KEY TO SYMBOLS: 
A—Wood wheels with spare; D—Disk wheels with spare; i—Trunk and trunk rack. o—Car heater v—Vanity set 
a—Wood wheels. d— Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter w—Windshield wings 
B—Wire wheels with spare e—Front and rear bumpers k—Spare tire. r—Rear traffic signal x—Clock 
b—Wire wheels. f—Front bumper. I—Spare tire lock s—Spotiight *—Overall length 
C—Optional wheels with s —Shock absorbers or snubbers m—Engine heat indicator. t—Vanity and smoking set §—Prices on application 
e—Type of wheels optio Automatic windshield wiper. a—Dash gasoline gage u—Smoking set 

















































































































































































































June 28, 1928 45 
Prices, Weights and Equi P Car Model 
rices, Weights and Equipment of Current Passenger Car Models 
wa ve te i) 
i. mi e\s\S%| Standard Passengers | ut | n(EB| Stendard Passengers | os |e [a-5| Standard oor ae ‘SE! Standard 
Medel o-2 i ‘2's | Equipment Medel o-s 3 -2'S | Equipment Medel o-2 3 £3 Equipment Model °o:2 3 23 Equipment 
wo 10 ne tae Bs | ns Ko | Qne , Ko One 
LLL LE ALL 
“Special” | 4p. Coupe....... 3750) 2 ROAMER 4p. Cpe. Regal...} 1625 23455 ‘aghlmnpr 
4p. Coupe....... 1245) 2)... .|Deghmnrx Sp. Club Sedan...| 3750] 4 **8.78” * 4p. Vic. Regal....| 1625) 2|/3500jaghIlmnpr 
5-p. Sedan....... 1260} 2]... .|Deghimnrx p. Sedan....... 750} 4 2p. Roadster. .... $1595| 2/3450 5p. Sed. Regal... .| 1625) 4|3566/aghimnpru 
2-4p. Coupe..... 1315} 2)... .|Deghmnrx 8p. Soden Lim. ..| 3850} 4). 2p. Coupe....... 750} 2/3225 2-4p. Cab. Regal.| 1625} 2)... ./aghlmapru 
5p. Sedan....... 1345) 4)... .|Deghmnrx 5p. Sedan........ 1795| 2/3380 “President 8” 
-Collap. Cab...] 1345). .|... .| Deghmnrx “8.80” 5p. Sed. Regular..} 1985} 4/4000|aghilmnpru 
4p. Vic. Coupe. ..} 1345}. .| Deghmarx PEERLESS Roadster. .... 1895} 2/3310 7p. Sedan........] 2085 ‘ 4040jaghImnprtx 
" “6-60” 2p. Coupe. ...... 1985) 2/3410\ag 2-4p. Cab. State. .| 2195 Bghklmnprx 

“Advanced 2-4p. Roadster... .|$1195| 2/2635/cghlmnarw 5p. Brougham....| 1985] 2/3440lag 5p. State Sedan. .} 2250 4 4188 o~we 

121” W.B 5p. Phaeton...... 1195) 4/2635|cghlmnrw 5p. § eee 1985] 4/3570,ag ; 
5p. Sedan........ 1480) 2 ceghimnrx 2-4p. Coupe...... 1295] 4/2775|cghlmnr 7p. State Sedan. .}| 2350} 4/4250 Bghjkimope 
5p. Sedan........ 1550} 4]... .jceghmnrx 5p. Brougham.. 1195} 4 2850\cghilmnr 5p. Pl “err 2495) 413650! cg tx 

130” W.B p. Sedan..... 1195} 2)2780}cghimnr 2-4p. Roadster. ..| 2750] 2/3540 7p. Limousine... .| 2450} 4/4300) Bghjkimapr 

.Collap. Cab 1660}. .|... ¢ceghmnrx 5p. Sedan........ 1295} 4/2905!cghimnr 2p. Speedster 2985} 2}2875 tx 

.Coupe 1775}. _jceghmnrx ; 5p. Sedan........ 2985] 4/3880\cg STUTZ “BB” 
5p. Land. ‘Sedan..] 1925] 4 ceghmnrvx {j5p. Phaeton...... 1295] 4)2975|cghlmnrw 7p. Sedan........ 3285} 4/3980)cg “Custom” 
7p. Sedan,.......] 1990} 4 ceghmnrvx 2-4p. Roadster 1295} 2}2975\cghimnrw ROLLS ROYCE 131” W.B. | 
7p. Imp. Sedan...} 2165] 4]... ceghmnrvx  |}2-4p. Coupe...... 1395] 2/3100}cghlmar “Si. Ghost” 2p. Speedster... . .|$3495} 2/4478}aefgjlmnprx 

5p. Sedan....... 1395} 2/3050\cghlmnr n Models ...|Bfghjkmprx j/4p. Speedster... ..| 3595] 4/4509/aeghjlmnprx 
5p. Sedan....... 1395} 4/3210\cgh.mnr Closed Models ; .|Bfghjkmprtx |/4p. S ter.....| 3845] 4/4600jaeghjimnprx 
“6-91” “New Phan” 2p. Black Hawk. .| 4895} 2/4302}beghilmnprz 
2-4p. Coupe..... 1895]. . |3225|ceghImnrtx a Models : ...|Beghjkmprx |/4p9. Black Hawk. .| 4945] 2}... .|/beghjlmnprx 
5p. Sedan........ 1895} 4/3355\ceghlmnrtx |/Closed Models .|Beghkmprtx |/2p. Coupe....... 3495] 214649 aegh)lmnprur 
OAKLAND 4p. Victoria... ... 1895]. .|3240{ceghlmnrtx || STEARNS- 4p. Vic. Coupe 3495] 2/4679\aeghjlmnpruz 

“AA-6” 128” KNIGHT 5p. Sedan........ 3570] 4/4977|aeghjlmnprux 
bp. Sp. Phaeton [$1095 4 2620 aehjn 7p. Sedan........ 1995} 4|3420)ceghlmnrtx “6” 5p. Brougham. 3570] 4/4820!aeghjlmnprux 
4p. Sp. Rdster . 1075, 2 2730 aehjn **8.69” 126’ W.B. 2p. Cab. Ceupe 3695} 2|4520!aeghjimnprux 
2-4p. Cabriolet...] 1155! 2 2825 ahn 126” W.B. 9-4. Cab. gh $2495 145” W.B 
5p. 2d. Sedan ...] 1045 2/2890 ahnu 5p. Coupe....... 2345]. ./3605)DeghImnrtx |/5p. C. C. Sedan. .| 2495). 7p. Speedster 3895] 4/4748)aeghjl nnprx 
3p. Land. Coupe..} 1045! 2 2805 ahn 13314” W.B. 5p. Sedan........ 2495 7p. Sedan........ 3895} 4/5018}aegn;lmnoprts 
5p. 4d. Sedan....} 1145} 4/2980 ahnu 2-4p. Roadster. ..| 2245} 2/3710] Deghimnrtwx 134’ W.B 7p. Sedan Lim 3995] 415159 aeghjlmuprtz 
bp. Land. Sedan..} 1265) 43050 aehnou 5p. Sedan........ 2345} 4/3875|Deghlmnrtx |j5p. Coupe....... 2645 5p. Sedan... ..... 4495}. .1.... 

7p. Limousine. . .| 2645; 4/4200\deghimnrtx {{7p. Sedan....... 2845 5p. Limousine... .{ 4595]. .].... 
7p. Limousine... .} 2945 7p. Limousine... .] 4695]. .7.... 
PIERCE ARROW ““F.6-85” “‘Weyman Cus.” 
OLDSMOBILE “81” 4p Roadster..... $3250} 2)/4252|aeghklmnpr 1” W.B. 

“F-28” 2p. Runabout. . . ./$2900} 2/3350! afghlmnrx wx 2p. Black Hawk. .| 4895] 2/4302] beghjlmnprx 

Sp. Roadster..J $995). .].... ceghmnr 4p. Touring...... 3100} 4/3365/afghlmorx 4p. Touring...... 3250) 4/4322iaeghjkimnpr |/5p. Sedan........ 4120] 4/4393}aegh)jimnpruz 
5p. Sp. Touring..} 995'..7.... ceghmnr 7p. Touring... ...} 3100) 41/3500]/afghimnrx wx 4p. Sedan........ 4120} 2)... .laeghjlmnprusz 
2p. Coupe....... 925}..].... aeghmnr 5p. Club Bro’m...} 2750] 2|3540jafghimnp’tx |/4p. Cab. Rdstr...] 3550] 2/4500/aeghkimnop |/4p. Coupe....... 4120} 2]... .jaeghjlmnpruz 
bp. Sedan, 2d.. 925, 2)... ./aeghmar 2p. Coupe metal. .| 3250} 2/3460)afghlmnprtx rx 5p. Landau Sed...] 4420] 4]... ./aeghjlmnpruz 
2-4p. Spt. Coupe. = ae ceghmnr 5p. Brougham... .} 3250] 2/3540/afghlmnprtx |/5p. Cus. Sedan. ..| 3350) 4/4562/aeghjkimno 145” W.B. 
5p. Sedan, 4d. 1025} 4 .Jaeghmaor 2p.Coupe leath...| 3250] 2[3490}afghimnprtx | rtx 5p. Sedan........ 4495} 4]... .jaeghjlmnpruz 
Bp. Landau Sed. .| 1085}... ..../aeghmnr 5p. Club Sedan. ..| 3300} 4/3635jafghimnortx |/4p. Coupe....... 3450) 2/4527|aeghklmno [j5p. Sedan........ 5} 4]... ./aeghjlmnprux 

2-4p. Coupe met. .| 3350} 2/3530lafgblmnprtx rtx 7p. Sedan........ 4745] 41... .laeghjlmnprtx 

5p. Sedan........ 3350} 4/3605jafghimnprtx |/5p. Std. Sedan 3450) 4/4572 -~ome 7p. Limousine. . 4995] 414778 aeghjlmnprtx 

2-4p. Coupe lea. .| 3350} 2/3560jafghimnprt 7p. Landau Lim. .| 5295) 4]... .Jaeghjlmn prtx 
OVERLAND 2p. Conv’t Cpe. ..| 3350] 2/3455]afghimnprt {/5p. Sedan Lim 3700] 414647 aesbikimno **Salon Cus.” 

“4” Whippet 5p. Club. Land. ..| 3400} 4/3640jafghimnprt rtx 5p. PW Sedan 6345} 4}. aeghjlmnprux 
5p. Touring...... $455 4 1985 agr 7p. Sedan........ 3450} 4/3700/afghimnprt {/5p. Cus. Sed. Lim} 3700} 4/4637iaeghjxlmno {/7p. PW ....| 6345} 415014 aeghjlmnprtx 
2-4p. Roadster...) 525 2.1932 agr 4p. Coupe....... 3450} 2}3490/afghimnprt rtx 7p. Con. T’n Car.} 6895} 4/5044/aeghilmnprtsz 
2p. Cou ditiiieneiald 535 2/2060 aghr 2-4p. Caan" t Cpe.| 3450} 2)3525jafgh'mnp t ||7p. Sedan........ 3750) 4|4702!aeghkimno 
2-4p. Coupe Cab ps 2!2122jaghr 7p. Enc. Dr. Lim.| 3550] 4/3755|afghlmnprt rtx VELIE “Std.50” 

{th eee 2'2160 aghr 5p. Sedan Land. .| 3550] 4/3605jafghimnprt ||/7p. Sedan Lim. ..] 3950} 4/4777ilaeghklmno [/5p. Touring...... $995} 2}2670!aehmnr 
bp. Sedan ....... 585 4/2210/aghr 7p. Sed. Landau..} 3700] 4/3700/afghlmnp-t rtx 5p. Sedan 1115} 2].... 
(6) ee 7p. Ene.Dr. Land.} 3890] 4/3755lafghimnprt — 5p. Coupe....... 1165} 2}2917jaehkmaor 
2-4. Roadster. . 685) 2{2228iagr 5p. Opera Bro’m..} 7000]. .}.... 4p. Roadster.....}..... 2)... .jafghmnprwx [/5p. Sedan........ 1165} 4]3017jaehkmar 
Sp. Touri INg...... 615] 4]... Jagr **36” 4p. Cabriolet... .. 2}... ./afghmnprx “6-66” 
2-4p. Coupe. .... 695} 2/2356laghr 2p. Runabout. ...} 5875} 2/4560jafghirx 2p. Coupe.......]..... 2] ...Jafghmnprx |/5p. Metro Sed... .] 1195} 2}... ./aeghkmar 
Sp. Coach....... 695) 2/2423/aghr 4p. Touring...... 5875} 4/4510{afghirx 5p. Coupe....... 5500} 2/4942|afghmnprtx {/5p. Metro Sed....| 1265] 4}... .jaeghkmar 
p. Sedan........ 745} 4/2484/aghr 7p. Touring...... E875) 4)4585lafghirx 5p. Seaan........J..... | 4)... .jafghmnprtx 2-4p. Metro Cpe.. 1265} 27... .jaeghkmar 
7p. Sedan........ 5875] 4/4815/afghirtx ~ “6-77” 
7p. Lim. Enel 5875) 4/4870lafgnirtx 7p Touring...... 5500] 4/4872|afghmnprwx |/5p. Spec. Sedan. .| 1585] 4/3365)aeghkmaru 
P ACKARD 3p. Coupe. ...... 6375) 2/4760\afghirtx 7p. Sedan........ nee: 415167lafghmnprtx |/5p. Royal Sedan..| 1635} 4/3395|aeghkmaru 
526 4p. Cpe. Sedan. ..] 6375] 2|4795jafghirtx 7p. Limousine... .] 5800} 4/5217|afghmnprtx ||5p. Coupe....... 1635} 2}... jaehkr 
4p. Runabout. .. .1$2275] 2/3620 Deghlmnpx |/4p. Sedan... ..... 6375} 4)4830j/afghirtx 7p. Town Cab....]..... 4)... .Jafghmnprtx “*8-88” 
5p. Phaeton...... 2275] 4/3665: Deghlmnpx {|7p. Enc. ‘Dr, Lan. 4/4895/afgbirtx 7p. Town Bro’m..]..... 4)... jafghmnprtx {{5p. Club Phaeton.].....]..]....) laeghiknr 
- Sedan ee 2285} 4/4000' Deghimnprtx |/7p. Sedan Lani... 4/4840! afghirtx **G8-85” 5p. Coupe....... 2095} 2)... .Jaeh«r 
2-4p. Coupe...... 2350} 2/3950 4p. Lim. Enel. ...| 6375} 4/4880)afghlctx 4p. Roadster... .. 3950} 214448 poshbinngs 5p. Spec. Sedan. .| 2095] 4/3640/aeghkmarv 
{p. Conv't ( Cpe... 2425} 2/3875 4p. C. C. Sedan...) 6475] 4)4805|afghir | Sp. Royal Sedan..| 2095] 4]3675|aeghkmarv 
333 2p. Coupe. ...... 6600} 2/4745/afghir 4p. Touring...... 3950] 4/4633 reghiklmnpr 
5p. Phaeton ..... 2385] 4/3745 4p. Sedan Land...| 6600} 4)4800jafghirtx WILLYS- 
4p. Runabout 2385] 2'3700 4p. Enc. Dr. Land} 6600) 4/4880/afghirtx 4p. Cabriolet... ... 4550} 2/4717 a | KNIGHT 
7p. Touring...... 2485 4|3865! Deghlmnprx |}7p. Fr. ou....} 7500} 4/4740jafghirtx 4p. Coupe....... 4550] 2/4882 aeghkimnortx “Std. 6” 
4p. Coupe....... 2685 24000! deghint 7p. Fr. Landau...}| 8000] 4)4865jafghirtx 5p. Sedan... 4650} 4/4934;aeghjkimno |}2-4p. Roadster. ..] $995] 2]... .jaghnr 
5p. Club. Sedan. .} 2685) 44085! hilmnprtx rtx 5p. Touring... ... 995}. .1.... aghor 
7p. Sedan ....... 2685 4)4145|Deghlmnprtx PONTIAC “6” 7p. Sedan........ 4750) 4|5027laeghkimno }|2-4p. Coupe...... 1045} 2}2507]aghnr 
‘p. Sedan Lim...] 2785} 4/4205; Deghlmnprtx ||2-4p. Roadster. ..| $745] 2/2270]aho rtx 5p. Coach........] 995] 2]2816jaghar 
443 5p. Sp. Phaeton..| 775) 4].... 5p. Sedan Lim 4850} 4/5009/aeghjkimno |/5p. Sedan........ 1095} 4/2858jaghoru 
4p Runabout. ...| 3875] 2 4350) Djk 2p. Cou Leeewes 745) 2)2435jahn rtx “Great 6” 
5p. Phaeton...... 3875} 4 4370|Djk 5p. 2d. S$ 745) 2/2520/ahn 7p. Limousine....| 5250} 4/5102laeghkimno 2-4p. Roadster....| 1850] 2/3486/aghmar 
“p. Touring...... 3975] 4|4410 Deghjklmnp ||4p. Sport Cab....| 795] 2{2455labn rtx 5p. Touring... ... 1850} 4)3675jaghmor 
rx 5p. Sp. Sedan 825) 4/2595/ahn STUDEBAKER 2-4p. Cab Cou = 1995} 2/3726}aghmar 
2p. Coupe....... 150} 2/.. 5p. Sp. on ee 875) 4/2640]aehn “Dictator” 4p. Foursome 2095] 4/4012jaghimart 
2p. Conv’t Cpe...] 4250} 2}... 5p. Tourer Royal |$1195} 4/3000jaghlmnr 5p. Sedan........ 1995] 4/4003/aghmart 
dp. Coupe bbe tall 4450} 2/4635] Djk REO 4p. Rdstr. Royal..| 1245] 2|3000jaghInr 135” W.B 
b= Club Sedan...] 4450) 4'4710 Deghklmnp “Flying Cloud” 2p. Cpe. Regular..| 1195} 2/310¢ aghlmnr 7p. Touring...... 2285] 4/3943\|aghmnr 
| rtx 2-4p. Roadster... ./$1685} 2|3300jaeghmnar 4p. Coupe Royal..| 1295] 2/3134/aghlmor 5p. Coupe....... 2295] 2}3939jaghmnr 
7p. Sedan ....... 4450; 4/4820, Deghjkimnp |/5p. Brougham....| 1645} 2/3535|aeghminr 4p. Victoria Royal] 1295} 2/3184/aghlmar 7p. Sedan........ 2595) 4/4112iaghmaort 
rtx 2p. Sp. Coupe....]| 1625} 2/3440/aeghmnr 5p. Club Sedan... .| 1195] 4/324] /aghlmaru 7p. Limousine 2695) 4/4146/aghmort 
7p. Sedan Lim 4550) 4/4860|Deghkimnp {j4p. Victoria ..... 1795) 2/3350|)aeghmnr 5p. Sedan ....... 1245) 4!3241/aghimnru ““Spec. 6” 
i rtx 5p Sedan........ 845| 4/3645|/aeghmnct 5p. Sedan Royal..| 1395]. .|... ./Bghjlmnru 2-4p. Roadster 1350} 2/2910/aghmur 
“Std. 8 5v DeL. Sedan...| 1995) 4/3550)aeghmaort “Commander” ‘yp. Touring...... 1295} 4/2951|aghmar 
7p. Touring... .. 3550) 4)... ““ Wolverine” 4p. Rdstr. Regal. | 1595} 2|3333/aghlmnr “tp. Coupe....... 1295) 2/2767|aghmar 
5p. Phaeton... .. 3650) 4) ... 4p Cabriolet..... 1195) 2/2850 aeghior 5p. Club Sedan...| 1435). .|..../aghlmnru 5p. Coach....... 1295} 2/3007\aghmar 
2p. Coupe a an 3550 - 7 5p. Brougham... . 105 2 2930! ae inr 2p. Coupe....... 1495} 2)... .jaghlmnr |2-4p. Cab Coupe..| 1495] 2|2916)aghmar 
4p. Conv’t Coupe 3650) 2 5p. Sedan........ 1295| 4 3090 aeghinr 4p. Victoria......| 1495] 23500 aghimnr ‘6p. Sedan........ 1495) 1 3187 /aghmart 
5p. Sedan........ 1495' 4 3566 aghlmaru | 
KEY TO SYMBOLS 

A—Wood wheels with spare D—Disk wheels with spare #—Trunk and trunk rack e—Car estes. v—Vanity set 

e—Wood wheels d—Disk wheels j—Trunk rack, no trunk w— Windshield winz 

B—Wire aha with spare e—Front and rear bumpers: k—Spare tire. r—Rear traflie, onl z—Clock. 

b— Wire wheels. t—Front bumper. \—Spare tire lock. s—Spotlight *—Overall length 

C—Optione] wheeis with gow absorbers or snubbers oe heat indicator: t—Vanity and iS enching set $—Prices on application 

tType of wheels op Automatic windshield wiper Dasb gasoline gage w—Smoking set 
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LOCKHEED 
HYDRAULICS— 


a boon alike to dealer 
and to driver 











OMPLETELY ignoring for the moment 
the merchandising value of Lockheed Hydraulic Four Wheel Brakes, 
they are far better for the dealer by reason of the money they save 


his service department. Q The grief and the expense which adjust- 


ments of ordinary brakes on a new car cost him, are almost entirely 
eliminated when the car he sells is equipped with Lockheed Hydrau- 
lics. Of course, Lockheed Hydraulics do require some service at 
long intervals, but it hardly ever comes within the period of war- 
ranty. G And, as everyone knows, they stand up so well, they operate 
so easily month after month, that Lockheed Hydraulics are a remark- 


able good-will asset for every car on which they are equipment—and 
for all the dealers who sell those cars. 


v Y g 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN, U.S. A. 


LOCKHEED HYDRAULIC 
Four BRAKE S Wheel 
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NEW 1929 MOON-AEROTYPE PETITE SEDAN 


NoTE: To drive a tank, a great big Caterpillar tank across the rolling and pitted terrain of a 
present-day “No Man’s Land” would be a simple thing for a woman to do were the tank 
equipped with Moon-Aerotype steering. Aerotype steering has made Moon-Aerotype the easiest 
steering automobile in America. And women who have never driven before, women who have 
always been known to “have nerves’ now steer and park the Aerotype without fear, without 
effort, without splitting a glove. Where is the Dealer who is unable to appreciate this distinctive 
and exclusive Moon- -Aerotype selling boint? And, remember, it is estimated by authorities that 80 
per cent of all retail automobile sales are influenced or dominated by women. 


How One MOON Dealer 


Ran $6,000 Up to $300,000.00 
Is a Fact Story You Can’ 


Afford to Muss + + + + 


. SIGN AND MAIL THE COUPON TODAY 


. MOON Zerotype 


MOON MOTOR CAR COMPANY ; ST. LOUIS 
Manufacturers of Sixes and Eights 
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This is volume business if you go after it. 
Here is the list of AC-equipped cars—your 
market for AC Renewal Cartridges: 


Buick Graham-Paige Nash 
Cadillac Kissel Oakland 
Chandler La Salle Oldsmobile 
Chevrolet Moon Peerless 

Dodge Brothers Yellow Cab 


AC Oil Filter Renewal Cartridges are packed 
in individual cartons, each carton labeled 
as to type, the make and model of car for 
which it is intended. Complete information, 
with simple directions for testing oil filters, 
will be forwarded promptly to any live wire 
ready to hook up with this big source of new 


money for the dealer. Ask for form A-197. 


SNR ANAT OAR. CRIB 
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Do you know what oil filters 


mean in new money for you! 


OQ make dealers realize their new profit 


opportunity, we'd like to shout from the 

_ housetops these important facts: 
AC Oil Filters have been in use for two years. 
Millions of cars now on the road are 
equipped with these filters. By this time 
many of these installations are in need 


of AC Renewal Cartridges. 


You know that dirt in oil means wear 








and that is why the oil filter should be tested 
regularly and changed about every 10,000 
miles. Tell the car owner to come in and have 
his oil filter tested; tell him an AC Renewal 
Cartridge makes it as good as new. 

It’s easy to test the filtering unit but the 
dealer must take the initiative because 
in most cases the owner will not do so. 
Write today for further information. 


a AC Spark Plug Company Fagen 
rmingham | A Op ichy (Seine 
ENGLAND FLINT, Michigan FRANCE 


SPARK PLUGS AC SPEEDOMETERS 


GASOLINE STRAINERS AC AMMETERS 


AC AIR CLEANERS 


AC OIL FILTERS 
OIL GAUGES AC 


AC FUEL PUMPS 
THERMO GAUGES 
© 1928, AC Spark Plug Co. 


AC 
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~CFhere are 200 
— Fifty-Mile Limi 


M ARKETS are definite, substantial. They have dimen- 


sions. They may be weighed and measured. 
Automotive markets are not confined by state, city 
or any other political boundaries. Motor car ownership, and 
wholesale and retail outlets—not square miles of geography— 


constitute markets. 


_ Except in a few cases, general automotive wholesalers 
are finding it extremely difficult to get business profitably at a 
distance of more than 50 miles from base. 


*POot ® 


There are today in the United States some 200 cities in which 
at least 50 per cent of the leading automotive manufacturers 
have established and recognized wholesale outlets. 

CP Om ® 

Outside of these cities, sometimes within the 50-mile radius 
and sometimes removed, are about 400 other cities in which a 
smaller proportion of the large manufacturers have wholesale 
outlets. 

CPOs 

We have just published an illuminating survey on the major 

and lesser wholesale automotive markets of the United States. 


CDOL a 


It is for the advantage and use of manufacturers and ad- 

vertising agents who have wholesale distributing problems. 
CPON? 

This survey provides an outline map of the U. S. with the 
200 fifty-mile limit areas indicated, followed by a breakdown 
showing the cities, their population, Jan., 1927 registration of 
cars and trucks—Ford and non-Ford, new car and truck sales 
during the first six months of 1927, the number of car dealers in 
each of the 200 centers, also garages, repair shops, Automotive 
a Association and National Standard Parts Associa- 
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In addition to the 200 wholesaling centers of major impor- 
tance we indicate some hundreds of the lesser centers where 
40% or less of the leading manufacturers maintain wholesale 
distribution. 


CDP ® 


It is a practical study and will prove of great help to those 
who distribute via automotive wholesaling channels. 


CPO ® 


Upon request a copy of Wholesale Automotive Distribution 
will be sent, with our compliments, to manufacturers, or adver- 
tising agencies handling automotive accounts. 


CHILTON CLASS JOURNAL COMPANY 


Publishers of Automotive Business Papers 


Chestnut and 56th Sts., Philadelphia 





AUTOMOBILE TRADE JOURNAL Motor WorL>D WHOLESALE 
Motor AGE CHILTON CATALOG AND DIRECTORY 
AUTOMOTIVE INDUSTRIES COMMERCIAL CAR JOURNAL 





AUTOMOTIVE INDUSTRIAL Rep Book OPERATION & MAINTENANCE 
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HE immediate and widespread response 
of motor car dealers to the announce- 
ment of the De Soto Six is probably without 
precedent in the history of the industry.V ¥ 
As this message is written, thirty days after 
the first public announcement of the De Soto 
Six, every forecast of the number of dealers 
who would seek this selling franchise has 
been greatly exceeded. ? WY By telegram, 
by mail, by telephone and in person, thou- 
sands of prominent and successful dealers 
have filed their applications for territory. 
| Of special significance is the fact that 
sO vast a majority of these inquiries come 








June 28, 1928 





from responsible, long-established dealers 
who have instantly sensed the real profit 
possibilities of the De Soto Six — the latest, 
sensational Chrysler-built car. The very best 
merchants realize, at once, that such an 
Opportunity to secure the selling franchise 
for a Chrysler product is not likely to be 
repeated. Y There are still many desir- 
able territories which have not been closed, 
and we urge all dealers who desire informa- 
tion about the De Soto Six to communicate 
with us at once. All communications will 


be held in strict confidence. 


SAO 


President 





DE 


SOTO 


MOTOR 
{Division of Chrysler Corporation} Detroit, Michigan 


‘CORPORATION 
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A Better, Quicker 
Read It! | Brake Reline Job— 


for fresh news 

for new selling plans 
for merchandising ideas 
for hints on buying 

for better servicing 

for lower overhead 


for increased profits Order Today $700 


With the PAM Stretcher, you are assured an 


It will pay every dealer absolutely tight brake lining job. The stretcher 


holds the lining under tension, tight against the 


* shoe surface, while it is being drilled and riveted 
to read CVeT Yy lSSUC of into place. Equally efficient on ail internal 
brake shoes. Especially useful on Bendix type 


and for the new Ford and Chevrolet. Send 
FOLLETT’S «85% TIME STAMP] 








TIA Mh WS WN 





PAM Manufacturing Co. 
Box 96 Pittston, Pa. 




















PF 








$2.00 today. 
accounts for every labor minute SAVE your waste and wiping cloths! Be- 


cause you can clean them cheaply and 
easily the Oakite way. No matter how dirty 
and oil soaked, they will come out as good as 
new. And you can use them over and over 
again. Send for the Oakite Service Man and 
let him show you how easy it is. 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV i9 620 4 38 FM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
Learn the inter- time charge. 


esting details Absolutely automatic — except for winding. 
scriptive data. 44. very machine guarant 





Manufactured only by 


OAKITE PRODUCTS, INC. 
18E Thames Street New York, N. Y. 


OAKITE 


Industrial Cleaning Materials a»« Methods 











Follett Time Recording Co., 217 High Street, Newark, N.J. 
“Established Since 1904” 




















Keep Shop Cards 
Clean 


And Avoid Loss of These 
Important Records 


A time and _ labor 
saver that will per- 
fectly stripe your paint 
jobs. Adapted to all 
inds of striping. 


Uses Duco and Lac- 
quer striping fluids. 


Fully guaranteed and 
will be replaced any- 
time if it fails to work 


Transparent celluloid face. Protects 
cards from grease, dirt and possible loss. 


Equipped with strong loop with snap 
fastener. 


satisfactorily. P , . 
Py Say ee Ready for immediate shipment: 
er; or send us $10 Sizes Stock No. Per Dozen 
for the complete set. 1 ple a fe an 

‘4 . 
For further informa- 942” x 11%” 1108 6.25 





tion write for descrip- 
tive circulars. 


E. M. REEVES CoO. 
202 S. Spanish Street Cape Girardeau, Mo. 


Liberal discounts to the trade. 


Kere KLEAN Auto Propucts Co., INC. 
416 E. 176th Street New York City 
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A waving red light is the universal danger 
signal. Here is a positive warning stop 
light, with positive profits. Write today 
for complete information. 











eee The 
for ILER ELECTRICAL MFG. CO. 
Passenger Cars 5103 Lakeside Avenue, Cleveland, Ohio 




















[AUTHORIZED ARMATURE 


NEW PRICES! 


A new Dealers Net Exchange Price 
List for Fredericks Lyknu Rewinds is 
now ready. Free, together with The 
Fredericks Armature Application List 
—complete data on every armature 
since 1920. The Fredericks jobber 
displays this sign. 


H. M. FREDERICK sl 
Ppa. S CO. atarwiaginala: 





















B® NEW! 


Automatic Starter Control \ 


STARTS THE MOTOR WITH THE CLUTCH 


Write for Particulars and Two-Way Profit Plan Today 
MOBILATOR CORP., 333 N. Michigan Ave., Chicago 





With the World to choose from 
they chose 


HOUDAILLE 


SHOCK ABSORBERS 
for the ride 
HOUDE ENGINEERING CORP., Buffalo, N.Y 


“((GeiclenhoF? 


SHOP EQUIPMENT for 
BATTERY and ELECTRICAL SERVICE 


Test Benches * * Reetifiers * * Constant Potential Battery Sheseere * © Lathes 
Battery Testers * * Mica Undercutters * * Growler 


4358 Roosevelt Road Chicago, Illinois 





























Valve Face 


Grinding Machine 


No. 620 refaces valves of any angle, with stems of 4” to 
1%” diameter. Sioux Roller Chucking System assures 
amazing accuracy and speed. 


Your Jobber Sells It. 
ALBERTSON & CO., Sioux City, Ia., U. S. A. 


























Majestic Cowl Bands | wen plated —fits all cars. 


Prices and discounts upon 


. and Lamps... || request. 
MANUFACTURED BY 


METAL STAMPING COMPANY, Inc. 
LONG ISLAND CITY, N. Y. 














This is Easy Riding Year 


Make the Most of It 


WATSON STABILATORS 


John Warren Watson Company 
Philadelphia Penna. 



















PISTONS 
FITTED WITH PINS 


Arrow Head standards are the same for both 
equipment and replacement. ~y motor’s 
reputation in the field must be carefully 





maintained. 
ARROW HEAD STEEL PRODUCTS COMPANY 
Buffalo Minneapolis, Minnesota Chicago 








Axle and Drive Shafts 















[CT ANDop | 
S TANRIATOR 


fro RAD 
boilings and freezings. Built to last the full 


agoret of the car. ae nee radiators for Fords, Chevrolets, Dodges and 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


J. C. Black Mfg. Ce., Inc., Oil City, Pa. 


eres 





























EQU IPMENT 


MAKES SERVICE PAY 


WRITE FOR CATALOG 


The PRICE-HOLLISTER CO. Rockford Il. 























age SADDLE Li 
In stock for all 


makes of cars 
Easy toinstall Good discount 


CHTIS & /BANDS 


= 
LO ?) == _ % 


= The ARMSTRONG ron 
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CLASSIFIED ADVERTISEMENTS AND BUSINESS OPPORTUNITIES 




















Folding Rack 
fo 
Cheedien and 
Model ‘‘A’’ Ford 


Platform Trunk Racks 
for all other cars 


The Bellevue Mfg. Co. 


Bellevue Ohio 








A Beacon 
for the 


THE WARREN TOOL & FORGE COMPANY 
500.GRISWOLD ST, WARREN, OHIO, U. S. A. 



















HERE’S A REAL MONEY MAKING LINE- 
UP—I need a sales manager and two addi- 
tional salesmen to help me take care of new 
business created by introduction of complete 


hauling needs—at new low prices! Only wide- 
awake men outside the Reo organization need 
apply. Address Box 6323 care of MOTOR 
AGE. 





new Speed Wagon linc. This is your chance POSITION WANTED as manager of garage 
for big earnings with Reo distributor located in and salesroom by former successful garage To find men or employment 
city of more than 50,000 handling line of 13 owner, 20 years’ experience—best of references 


commercial wheelbases that cover 93% of all furnished. Address Box 6322, MOTOR AGE. THE CLASSIFIED DEPARTMENT 


To locate business opportunities 
To sell, rent, exchange or buy 


WILL HELP YOU 
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V-grooved block holds round 
or irregular shapes 


You’ve 
often 
wanted 
this 


VISE you can detach from its base, 

carry to press-drill, or other machine, 

and back to bench... holding your work 
always in original alignment. 


It’s a “Yankee”—a different kind of vise! 
Machined accurately, for use on end or 
either side as well as upright. 


Add a “Yankee” Vise to your shop equip- 


ment. 


No. 1993.— Jaws open 3%” 
Price, $9.90. Other sizes, 114” 
to 4” openings, $ $3.75 to $18 > 4 


“YANKEE” Ratchet 
Tap Wrench 


gets a man out of “trouble.” 
With its ratchet movements 
and sliding cross-bar, the 
“Yankee” works in places 
impossible with an ordinary 
tap wrench. 

No. 250.—Length, 3%4”. Ca- 
pacity, 3/16” taps. Price, $1.85. 


No. 251.—Length, 5”. Capac- 
ity, 5/16” taps. Price, $2.45. 
(Also made 13” length.) 


free. 


Drills. 








Save time; labor! 


“YANKEE?” on the tool you buy means 


utmost in quality, efficiency and durability. 


WRITE us for “Yankee” Tool Book, 
Ratchet Breast, 
Chain Drills. 
Ratchet 
Spiral and Plain Screw-drivers. 


Hand and 
Automatic Bench 
Braces, Ratchet, 


North Bros. Mfg. Co., Philadelphia, U. S. A. 


" YANKEE TOOLS 


Make Beller Inechanics 
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Airplanes — 


STROMBERG CARBURETORS 


Practically every major American-aeroplane event has been achieved with engines equipped with Stromberg 
Carburetors—world famous for sensational performance. 


Now the marvelous new VIS-A-GAS Syringe Stromberg Carburetor, especially developed to meet the needs 
of the modern motorist, will give the 1928 Ford, Chevrolet, Pontiac, Chrysler-52, Whippet and Durant equally 
thrilling feats of power, speed and acceleration, with unsur- 

passed economy and dependability. 


The new patented syringe accelerator gets the car away like a 
shot and keeps it out in front. 


The double idler enables one to go slowly with smooth, easy 
motor action. 





The patented automatic economizer regulates the mixture 
to the last degree of perfection at all speeds and gives greatest 
[me | B |= possible gasoline economy. ; 

————— All water and dirt is thoroughly strained from the gasoline 
by the VIS-A-GAS, and the glass dome permits the motorist 
to see clearly the action of the fuel, thus avoiding many trouble- 
some delays and annoyances. 





Thousands of enthusiastic motorists everywhere are having WHIPPET: Price $17.50 
these wonderful new instruments installed on their cars. Get 
your share of this valuable business by securing the Stromberg : ey | 
franchise NOW. A big advertising campaign for your benefit | ee 
is appearing now in newspapers all over the country. Write 
today for particulars. 


PONTIAC: Price $17.50 We have Stromberg Carburetors for all makes of cars. 














DURANT: Price $17.50 


All prices $19.00 
West of Rockies 


STROMBERG MOTOR DEVICES CO., 58 E. 25th Street, Chicago 



































More than 1 OQ 





new MARMON dealers 


in 34 weeks 


The opportunity to do volume business on a conservative investment 
and without high pressure is an idea that appeals to most dealers 


They say good dealers don’t 
come over night, but Mar- 
mon offers some convinc- 
ing proof to the contrary. 

During the three-week 
period ending June 8, more 
than one hundred high- 
grade dealers signed up 
with Marmon and the big- 
gest selling line of straight- 
eights on the market today! 

A modern, good-looking 
line of straight-eights, a 
fair policy of doing busi- 
ness and a workable mer- 
chandising plan that actu- 
ally helps dealers sell auto- 
mobiles are the factors 








If you are interested in looking in on 
the kind of dealers Marmon is sign- 
ing up—and the reasons why any good 
dealer should investigate Marmon’s 
proposition, send for this booklet. 


° ° ° 


which have attracted these 
dealers to Marmon and in- 


creased Marmon’s dealer 
organization more than 
100% since the introduc- 
tion of the new “68” and 
“78” in January. 

Interested dealers who 
wish to benefit from this 
growing wave of success are 
invited to get into com- 
munication with the fac- 
tory at once. 


Mail the Coupon 


Mr. H. H. Brooks, Director of Sales, 
Marmon Motor Car Company, 
Indianapolis, Indiana 


Without obligation send me ( ) details of 
the Marmon Dealer Proposition and Selling 
Plan, ( ) a copy of Lining Up With the 
Straight-Eight. 
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No Sales 
Dangers 


ITH standard wood wheels and de- 

mountable rims as a base, Tuare steel 
wheels afford a completely interchangeable 
option, which introduces no difficulties in 
assembly, delivery ‘or carrying spares. 


With Disteel demountable steel wheels as a 
base, unlimited option is made possible by 
Motor Wheel demountable wood and wire 
wheels, all interchangeable in every respect. 


Wheel preferences of the manufacturer and 
the public can never delay or lose a sale in a 
line of cars equipped by Motor Wheel. And 
whatever the style, the buyer gets the finest 
possible wheels. 


MOTOR WHEEL CORPORATION 


LANSING, MticHIGaAN 





Wood, Wire 
&? S7eel 








